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What Will the Message Be? 


thought in the minds of anticipating events is 

what message will come out of the National 
Shoe Retailers’ Association Convention beneficial 
to the industry at large? It is obvious that a con- 
vention costing $100,000 must perform some other 
function than the mere entertainment of some 
thousands of merchants in mid-winter. A _ serious 
purport, back of it all, must resolve itself into a 
message to the American public that will be a guid- 
ance through and beyond the convention itself. 
The convention has been built to such a size as to 
make imperative a platform of policies nationally 
interesting to both merchant and public. It is not too 
much to expect out of so large an undertaking. - 

The convention of the National Shoe Retailers’ 
Association looms up with particular significance 
this year for the test of its service comes through the 
confidence of thousands of merchants. 

The “Recorder” is committed not only to the idea 
of ASSOCIATION but also the best practices as 
have to date been shown in conduct of the National 
Shoe Retailers’ Association. Of all of the trade 
associations in the United States, it can truthfully 
be said that the National Shoe Retail organization 
stands first in its ethics and first in its application of 
the principles that “serve the public.” 

It is not too early for the Association to consider 
its methods of getting results from the convention. 
We have in mind the labor of preparing resolutions 
that will serve as the cardinal planks in the platform 
of “the great shoe party” in 1920. We have one 
suggestion to make, namely—that the President of the 


r YHE outstanding feature that warrants fore- 


National appoint at this date a committee whose 
duty it shall be to plan out and develop the ground 
work of the resolutions to be passed in January. 

The function of the National Shoe Retailers’ 
Association is in the betterment of the retail industry 
and the service to the public at large. 

The “Recorder” has acknowledged the scope of 
that great organization and has had its editors in 
attendance at practically every convention held in 
the United States. 

Our Western Editor has probably attended more 
State conventions in the past year than any other 
man in the shoe industry. Through him the pulse of 
the trade is ascertained and the message of the 
“‘Recorder”’ is co-ordinated to the best interests of the 
retail shoe merchant. 

In truth, the “‘Recorder’’ backs the National with 
every ounce of its power and is not reluctant to spend 
good money in the furtherance and development of 
association work. : It has cost the ‘‘Recorder’’ $20,000 
the past year in its work of contact and promotion of 
Retail Shoe Merchants’ Associations and it bespeaks 
our willingness to back up financially as well as 
morally a great purpose. 

Let’s make these resolutions real “promises to 
perform.” 





American Shoe Not A Luxury 


HE prescribed remedy for the high cost of living 
lacks one essential element, a most important 
qualification, as it is usually stated. We are told that 
to “increase production” is the cure. But this should 
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be amplified to read: “Increase the production of 
economically useful articles.” 

Production was never speeded higher than it was 
during the war, but the world got more hungry and 
ragged and down at the heel all the time. The 
trouble was that millions of men and women were 
working madly to produce articles which had no 
economic usefulness; prodvcing guns, gunpowder, 
shells and cartridges by the millions of tons, not an 
ounce of which had any trace of constructive useful- 
ness. It was all devoted to destruction. It was all 
destined to be burned or be blown to fragments. Ifa 
group of farmers and shoe manufacturers were to work 
busily all Summer, then take the product and sink 
it in the middle of the oeean, they would have accom- 
plished exactly as much toward clothing and feeding 
the world as a group of equally busy munition workers. 
That is to say, nothing at all. 

The munition work has slackened, although this 
Government is spending hundreds of millions of 
dollars in battleships while at the same time talking 
of “universal peace.”” Men by thousands are kept at 
this work instead of being allowed to relieve the 
intolerable building situation in cities and towrs, 
with consequent rent profiteering. 

So it is with the production of luxuries. Crazy 
extravagance is keeping workers by hundreds of 
thousands at work in the production of luxuries. 
When city stores spend money lavishly to advertise 
fur coats costing thousands of dollars apiece, watches 
“at from $50 to $800,” three piece parlor sets “re- 
duced to $865,” it is evident that a large part of the 
public is spreading money with both hands. A piano 
dealer complains that be has six hundred instruments 
sold on which he is unable to get delivery. So long 
as workers by many thousands are kept busy meeting 
such demands, they are kept out of the producing of 
necessaries in the way of food, fuel, shoes, clothing 
and shelter, and prices will have a gas-like tendency to 
inflate. 

And in all the range of commodities offered to the 
public, the American sboe remains just what it has 
been for many years, namely: one of the cheapest 
manufactured articles in the world, considering the 
cost of the material, the multiplicity of its parts, the 
detail and process required for its manufacture, the 
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expert skill required for its fitting, and its durability 
and usefulness. It is not today a luxury; it is not 
priced as a luxury; it never has been priced as a 
luxury and if the trade can keep hold of a decent share 
and allowance of the nation’s available total of labor 
and capital, it will not be so priced. 





100,000,000 Pairs of Idlers 


BOSTON merchant speaks of the idle stock 

of retail stores. He says that there are 100,000,- 
000 pairs in this idle stock. This number of pairs of 
shoes is turned once, or less, a year. 

It would be worth while for each merchant to see 
how his own stock stands toward these general 
figures. A hundred million pairs of shoes is about one- 
third of the total annual supply of shoes in the 
country. 

Is one-third o1 the stock in the average store turned 
once, or less, a year? 

It looks that way. The Harvard research figures 
show that on ar average stock is turned about twice 
a year. Some merchants turn their stock four or five 
times a year. So there must be a lot of stock that is 
turned less than twice a year. And that means once a 
year. 

The common causes of idle stock are odd size and 
off-style shoes. Every store has them. They are 
necessary evils of the trade. Another cause of idle 
stock is lack of merchandising methods of clean- 
up. 

To remedy these evils is the purpose of the mer- 
chandising plan for 1920. The odd sizes are being 
reduced by more careful selection of sizes. The 
“Recorder” has described various methods of re- 
ducing the number of odd sizes, and of increasing 
the number of average sizes that sell quickly. The 
number of out-of-style shoes has been reduced by 
cutting out freak styles, and sticking to styles that 
sell quickly. The third evil, that of the lack of 
“clean-up” merchandising methods, is getting abun- 
dant attention. Many a merchant is taking up the 
“‘Recorder’s” recommendation that stock be turned 
four or five times the coming year and are planning 
their sales campaigns accordingly. 
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Time to Set a Style Policy 


’ HE word “Recorder” is true in part, for we do 

chronicle the events of the day and the methods 
‘and merits of merchandise, but we would like to add 
the spirit of the word “‘Creator”’ for what we do want 
to be able to accomplish is the creation of ideas and 
the creation of policies for the future. We have in 
mind one current thing pre-eminent today: the style 
policy of the industry. 

The armistice period stuck with us industrially for 
many months. There was no radical changing of 
styles. There was a situation of “all style in good 
style.” And now comes the crisis. Shall a radical 
brain storm sweep away all of the good sense on style 
possessed by a billion dollar industry? Shall a fickle 
fancy in a French last start the greatest evil the shoe 
trade ever knew—mid-season’s styles. 

Here we have a Styles Committee that outlines a 
plan for a season ahead. Here we have an organ- 
ization of industry that anticipates its wants a 
season ahead. Here we have a service to the public 
that is logical and that develops sound principles of 
good taste. And now, just because a few jaded 
appetites need the garlic of a Latin style, “away goes 
reason.” 

If the short French last is permitted introduction in 
the stores nationally, you might as well say “‘bon soir”’ 
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to all of your recede toes and lasts and patterns and 
plunge into a wild orgy of expense and extravagance. 
If it is good sense to make the merchandise on the 
shelves worth selling, it is good sense to make the 
introduction of any style gradual. Some day we are 
going to determine whether a foolish whim of a 
customer for a type of shoe entirely unsuited for a 
foot and decidedly ugly in American eyes can change 
completely the style program of a huge industry in a 
trice. The question now is, will a logical style pro- 
gram prove to be the most economical and satisfactory 
to the general trade of the country? Is it obvious that 
womankind will be best served by such a policy? 


Let Us Preach Thrift and 
Industry 





" Y OU can’t satisfy an Retiar appetite with 


& gsm. income,” is the best line of reason- 


ing we have seen for a long time. Let’s start a na- 
tional campaign on how to live withinan income. Let’s 
jail the man who throws everything to the wild 
winds to evade the income tax. Let’s teach the man 
who spends before he earns—for the worker with the 
installment plan automobile and fur coat and piano 
does precisely this—that thrift and industry give the 
only true contentment. 





Go through this issue carefully; fill out this 
blank as indicated, and send it on a tour of the 
store. Its value to you is multiplied by the 
number of your associates who benefit from its 


contents. 


No retail shoe publication in the world is 
giving to its readers the amount of expert and 
authoritative service that is embodied in each 
week’s issue of the “Boot and Shoe Recorder.” 





Getting the Most Value Out of the Recorder 





Note carefully Articles _ 


Mr. 


























Return to 
circuit is completed, with comments or sug- 
gestions, if any. 
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MASSACHUSETTS MERCHANTS 


Hold Monthly Meeting at Boston Shoe Trades’ 
Club 


The monthly meeting of the Massachusetts Retail 
Shoe Merchants’ Association was held at the Boston 
Shoe Trades’ Club on Thursday evening last, at 6.30 
o'clock. 

The meeting opened with a dinner. An interesting 
session was held with the following speakers: W. W. 





Men’s popular-priced welt, made from 

Coco brown leather with six-iron grain 

insole and twelve-iron outsole. Pen- 

nington—Crowell Shoe Co., Manches- 
ter, N. H. 











Willson, general chairman of 1920 Convention Com- 
mittee, who took for his subject “How to Maintain 
Increased Pairs of Shoes on a Rising Market”; I. B. 
Howe, chairman of the committee appointed to work 
with the Boston Retail Shoe Salesman’s Association, 
made a report on the work which had been accom- 
plished. 

The attendance was a large one, as the members 
realized that convention time is but a few weeks 
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away. George O. Jones, secretary-treasurer of the 
Massachusetts Retail Shoe Merchants’ Association, 
had issued a strong letter to the members urging that 
they be present in large numbers. 


A Booster Letter 


F. P. Meyer, secretary of the 1920 National Con- 
vention Committee, has recently sent to W. W. Will- 
son, general chairman, a copy of a Booster letter, which 
he has just issued. This letter reads as follows: 


On to Boston 


You Boston Booster! Just two months away and then our 
National Convention-time will soon be here. This conven- 
tion will be the BIGGEST in the history of our association, 
and you know why I want you to line up the largest delegation 
of shoe retailers ever sent out from your State. 

Our Illinois crowd (and it will be a hummer, too) will go on 
a special train from Chicago—leave Chicago at 8 o'clock, 
January 10, and arrive in Boston at 10.50 o’clock, January 11. 
I wish all those who go by way of Chicago to take this 
Illinois Special, and for further information regarding details, 
write me. 

I will greatly appreciate the favor if you will let me know 
at your earliest convenience about how many will go from 
your State. 

The time is NOW—to impress upon your State membership 
the necessity of attending this conventior, for it is here we 
will learn more how to make the shoe business safe for the 
future and to establish those things that create universal 
interest and promote confidence. 

I am not going to talk entertainment or educational features 
—you know them as well as Ido. The program being pre- 
pared is entirely in accord with the needs of the present day 
business. Then, too, the Social Committee is putting forth 
every effort to show our bunch what “Down East’ hospi- 
tality is in Boston. 

Do aot slacken your efforts in helping make this convention 
the largest in the history of the association. Talk Boston— 
think Boston and, above all—get a big delegation on to 
Boston from your State. 

(Signed) F. P. MEYER, 
National Secretary. 


“STANDARD” SHOES FOR PUBLIC 
England Tries “Price Fixing” 


Washington, D. C., November 14—Information 
reaching here states that the scheme formulated by 
the Incorporation of Federated Associations of British 
Boot and Shoe Manufacturers for placing standard 
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shoes on the market has been completed. The main 
objects of the scheme as outlined by the federation 
are to maintain a higher grade of reliability and to try 
to regulate the price from the producer to the con- 
sumer, thus avoiding excessive profits. It has been 
arranged to have varieties of samples showing the 
types of footwear produced by different districts so 
that manufacturers will be able to insure to dis- 
tributors better and more uniform valué than under 
the war-time shoe scheme which represented national 
samples rather than semples individual to footwear 
producing districts. 

Under this new scheme the standard shoes will 
bear a registered stamp “B. M. F.” (Boot Manu- 
facturers’ Federation), the words “National Standard 
Quality,” and the price. The district of origin will 
likewise be indicated, with the identification number 
of the manufacturer, so that complaints may be inves- 
tigated. So far as prices are concerned the report 
states that the scheme may be only temporary. 

According to the report which has reached here 
some of the retail prices to be marked on these stand- 
ard shoes when they are placed on the market under 
the new scheme will be as follows: 

Women’s box calf shoes $6.72, men’s box calf 
walking shoes $11.52, men’s shoes $7.68, men’s heavy 
shoes $5.28, girls’ kid shoes $4.50, ladies’ kid shoes 
$5.64. 


MORE LEATHER FOR SALE 
Government Sale of Surplus Stock 

Washington, D. C.—A large quantity of leather 
was offered for sale by the War Department at 
Chicago, on November 14. The sale was by public 
auction at the offices of the surplus property officer 
of the Quartermasters’ Division, 1819 West 39th 
Street. , 

The offerings have been printed heretofore, but 
have been revised as follows: 


Pounds 
Russet Harness Backs................ 342,571 
Russet Harness Sides............. ae 48,758 

Sq. ft. 
Russet Strap Backs.................. 1,361,33214 
Russet Strap Sides................... 201,529 
Pe iis i ck cs tens. 105,77844 
Russet SROGDSEEES..... 2. .....0....,. 21,06914 
Reai@e Cee sk ok oS cecac cece 88,745 
UNNI Ton neces 4 eemens 12,97934 
FS Ra ean 18,11634 
Rawhide Calfskins, hides............. 144,52034 
sl carats wie 9's +.4,c80 shle« 150,663 


The leather will be offered by tannage. The mini- 
mum quantity on which bids will be received has 
been fixed at 500 -pieces, unless the quantity the 
Government has to dispose of is less than that amount. 
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Each accepted bid on a 500-piece lot will carry with it 
an option for the entire tannage, provided it is 
exercised immediately. 


CONTRACT AWARDED 


The J. E. Tilt Shoe Company for Officers’ Dress 
Shoes 


The J..E. Tilt Shoe Company of Chicago has been 
awarded the contract by the War Department for 
furnishing 750 pairs of officers’ cordovan dress shoes 
at $11.00 per pair, bids for which were opened Novem- 
ber 10. 


A BOOSTER MEETING 


Held at Hartford, November 12—Claude A. Derr, 
Speaker 


A Booster meeting for the 1920 National Conven- 
tion of the National Shoe Retailers’ Association was 
held at the Bond Restaurant, Hartford, Conn., on 
Wedresday, November 12, at 3 p.m. Enslyn Gard- 





Pride of Production 











































































The All-England soling and heeling competition in progress 
at the International Shoe and Leather Fair at the Royal 
Agricultural Hall. 





ner, secretary of the Boston 1920 National Conven- 
tion Committee, outlined the convention program 
and enrolled a number of merchants for firm member- 
ships. 

A dinner was served at 7 p.m. Raymond Webster 
rendered a few vocal selections, and several cabaret 
numbers enlivened the program. A resolution on the 
daylight saving plan was adopted. 

C. A. Derr of Derr & Sandquist, secretary of the 
Worcester Retail Shoe Merchants’ Association, was 
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Short Vamps 
and Freak 
Costumes 


The trouser and the 
knee-high skirt may be 
a freak of fashion—it is 
obvious that the short 
vamp, French Last, is 
that, too. 


“ar the costume 
the feet i 3 





the speaker of the evening. Mr. Derr took for his 
subject ‘Organized Co-operation.”” A rising vote of 
thanks was extended to Mr. Derr at the conclusion 
of his remarks. While the audience was standing, 
they pledged themselves 99 per cent to attend 1920 
National Convention in Boston. 


“SHOES FOR POLAND” 


Milwaukee Shoe Dealers’ Association Co-operates 
in Relief Drive 

“Shoes for Poland’’ is the slogan of a drive inaugu- 
rated in Milwaukee by the Polish Women’s Auxiliary 
Commission with the co-operation of the Milwaukee 
Shoe Dealers’ Association. At the regular monthly 
meeting of the dealers on Thursday evening, Novem- 
ner 6, all members present agreed to participate in the 
collection of old shoes to be sent to the people of the 
new Poland. The drive will be similar in character 
to that which local shoe merchants undertook for the 
benefit of the Belgian people a year or more ago. 

Miss M. N. Banazynski, of 443 Mitchell Street, 
chairman of the local committee for Polish relief, 
appeared before the meeting with Mrs. A. Sawicki and 
presented an appeal for help which received an instant 
and wholehearted response from the dealers. The 
collection will be made by placing red, white and blue 
barrels in front of the store of each merchant, together 
with a placard, with the slogan, “Shoes for Poland,” 
and an explanation of the purposes of the collection. 

The drive began Monday, November 10, and will 
be continued until Tuesday, November 25. At that 
time the barrels will be collected by motor truck and 
dumped into shipping containers, to be forwarded to 
an Atlantic port for shipment to Poland. The Milwau- 
kee merchants believe that they will be able to excel the 


fine record of more than 200 barrels collected last year 
for the people of Belgium. F. H. Stover, head of the 
Walk-Over Boot Shop, and chairman of the publicity 
committee of the association, is disseminating in- 
formation concerning the drive in the daily newspapers 
and much interest already has been aroused. 
Milwaukee has a large population of Polish an- 
cestry and is otherwise heartily in sympathy with the 
aims of the nation which has been reborn out of the 





What Is Your Largest Single 
Sale? 


Spring Valley, N. Y.—James F. Bird, the 
shoe man. On August 20, just at closing 
time, an auto containing a man and his wife 
and eleven children drove up to the store. 
Sales resulting totaled—twenty-six pairs (two 
pairs each) ; twenty-five pairs of tan, one black, 
total, $209. Time of selling—two hours. 











great war. The ranks of shoe merchants contain 
several) prominent men who are proud to point to 
their origin or that of their forefathers in Poland. 


JOSEPH STRASBURGER NOMINATED 

To Place on Fair-Price Committee of D. C. 

Washington, D. C., November 14—Joseph Stras- 
burger, one of the leading shoe manufacturers of this 
city, has been. nominated by the Washington Shoe 


Retailers’ Association to,represent them on the new 
Fair-Price Commission for the District of Columbia. 
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Tell Your Public 


Since inferior leather is in its worst possible place in children’s shoes, it pays to buy shoes 
in which good leather is used. They are really the cheapest in the long run—the kind of 
active, all-day “‘run”’ that a healthy child gives its shoes, for instance. Such shoes are sold 
by reputable shoe stores at very small profits. But NO store anywhere can sell shoes today at 


the prices of a year ago. It is impossible. 
In children’s shoes especially, since good leather is needed to stand the wear, it has been 


impossible to avoid an increase in prices. 
Inasmuch as leather (or other material) forms about two-thirds of the cost of making a 
shoe, an increase in prices of shoes was absolutely inevitable. No shoe manufacturer, still less 


shoe merchant, could resist the powerful upward tendency. 











HE truth on children’s shoe prices is here by our showing the actual cost figures. How few 
T shown with the increase on each item, and we stores selling children’s shoes have added to the 
have made it so graphic as to give the fair- selling cost the extra amount which they have been 
minded public a clear and correct idea of the fac- forced to actually pay for the shoes. 
tors. which force higher prices for children’s foot- Now let us take item by item the average production 
wear. figures of forty shoe factories making children’s foot- 


The public is taken into the confidence of the trade wear. 


Average Cost Prices in the Production of a Child’s Shoe 
1914 1916 1919 


SE EP Pee ee Se .22 35 .60 


Button flies and top facing stock .0275 0433 12 
CT REE re oe ae We .02 .03 .16 
Calf stock for vamps and tips .23 36 .80 
aD GORD UNMIS... ... uk ier a as cx sae .035 .065 .09 
eee NE nc... ee dk ode. .07 .09 13 
Welting .025 .0375 .06 
I lage A EEE: PY, SOE ET Ee 185 .26 35 


Heels per pair........ .025 .035 .055 
ERIE Sarr ee EE MERE ae Rel .025 .035 .055 


Cotton thread shows a 200 per cent increase. the. above facts leaves but two courses open— 

Cartons have advanced about 30 to 150 per cent. either the wearer of shoes must pay more for the same 

Buttons an increase of about 20 per cent. quality of shoe or a greatly inferior shoe is to be had 
j ¢ 


The truth as to cost of children’s shoes backed by at old prices. OE Oe eee 
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While kid, soft sole—trimmed at top 
with old gold satin ribbon and tassel, 
Newcomb- 
Rochester. 


oid gold glass buttons. 
Anderson Shoe Company, 


N. Y. 


Fawn color kid, three button, soft 
sole with white silk tassel. F. W. 
Hahn Company, Rochester, N. Y. 


Infani’s patent leather, four-strap, 
soft sole, white canvas binding, bow of 


white kid, patent leather trimmed. F. 
J. For, Rochester, N. Y. 


“Bonita” first sltep—in light gray 
eider down lined with pink eider down 
—pink silk bow. A. H. Martin 
Company, Rochester, N. Y. 


Infant’s while kid, four-button, soft 
sole, trimmed at top with pink silk 
ribbon. George J. Wilson, Imne., 
Rochester, N. Y. 


Infant’s white kid, four-buiton, soft 
sole, trimmed around button flap and 
top with pale lavender silk cord, bat- 
tons of pale lavender. Schumann Shoe 
Company, Rochester, N. Y. 
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Childhood ts deserving of the 
best in footwear, in style, in 
matertals and in service 











Child's First Step, four-bution turn Black kid child’s siz-button shoe, Infant's five button First Step— 
light brown kid vamp, white kid top. stitched tip, spring heel. W. C. black patent leather vamp, black calf 
W. C. Goodger Company, Rochester, Goodger Company, Rochester, N. Y. top. F.S. Elam Shoe Company, Inc., 
N.Y. Rochester, N. Y. 


Child’s turn lace, light brown kid Child’s coco brown four-eyelet calf 
vamp with white kid top, spring heel. ozford, spring heel. Williams, Hoyt Child’s natural sand colored calf, 


Levinson Shoe Manufacturing Com-  ¢ Co., Rochester, N. Y. spring heel, lace Goodyear welt. C-Saw 
pany, Rochester, N. Y. Shoe Company, Inc., Rochester, N. Y 
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Booze and Shoes 
Both For Sale “Over Bar’’ in New York 


New York. 


USINESS is good at Samuel Brenner’s suds and 
B slipper shop at Rivington and Essex Streets. 

A man with Samuel Brenner’s eye for business 
should manifest concern whether President Wilson 
should lift the ban. Didn’t he sell already $800 
worth of shoes? He should care! 

“From booze to boots there is but one step,” 
said Mr. Brenner yesterday. “And I took it. This 
place was once a saloon; not so long ago, either. 
But I had to do something else. Not with the profits 
of one and a half per cent beer could I pay $400 a 
month rent. SoI put in a line of shoes.” 


In came a customer. - He wanted a pair of shoes. 


But before Mr. 
Brenner began 
to show him the 
latest models in 
footgear he drew 
a glass of “‘one- 
helf of one’’ from 
the bar, which 
in a manner of 
speaking is still 
functioning, 
combed it as 
deftly as if it 
were eight per 
cent, and 
handed it to the 
customer, who 
smilingly drank. 

“With each 
pair of shoes I 
give five glasses 
of beer, free of charge,”’ explained Mr. Brenner. “I 
give the customer one when he starts to buy and 
the others whenever I think he may change his 
mind.” 

On Mr. Brenner’s bar there reposes an array of 
‘gents’, ladies’, misses’ and children’s shoes, which 
have taken the place of the glassware and bottled 
goods of the days now gone. 

“Women come here to buy, too,” said Mr. Brenner, 
as he supplied his customer with the fourth glass of 
so-called beer to clinch a bargain. ‘My prices are 
lower than any store in New York. 

“T should worry about that eighteenth amendment 
so long as they don’t pass any amendment telling 
people they shouldn’t wear shoes. Even at some- 


“Suds” and Slippers Sold at Samuel Brenner’s, New York 


thing like that I wouldn’t be surprised. I wouldn’t 
be surprised at anything now.” 





Stop Worrying About Prices 
The Main Consideration Is Shipment of Shoes 


C. E. Petot, president of the Northern Ohio Shoe 
and Leather Club, does not look for a decline in 
prices. On the contrary he expects the next Fall 
prices to be slightly in advance of the present price. 

“The average shoe merchant has been averaging 
his prices,”’ said Mr. Petot. “He has been forced to do 
this to increase his turnover. The margin of profit 
on the high-priced shoe has been less than the income 
from the lower-priced footwear under this averaging 
process. 

“T believe the 
manufacturer 
has been doing 
the same. He 
has been aver- 
aging the prices 
on the different 
leather so as to 
keep the general 
figures lower 
than they would 
be if this aver- 
aging process 
was not used. 
Few shoes have 
been made and 
sold by the man- 
ufacturer on the 
high-price crest. 
Until this time 
he has always had enough of the cheaper 
leather to work into his average figures, but now that 
must be exhausted. Consequently I look for slightly 
higher prices in the future. 

“No one wants to see shoe prices go up. We all 
want to see them come down. But I believe that the 
thing for the merchant to do is to go ahead buying 
stock as he needs it and to stop worrying about 
prices. The main consideration now is to get the 
shoes.” 





A bomb was exploded and partly wrecked the front 
of the O’Connor & Goldberg. store at 3225 Wes! 
Roosevelt Road at about 5 o’clock Sunday morning 
November 9. The police to date have made no arrests. 
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Getting Workers Together 


A Gala Event by Weyenberg Shoe Mfg. Co. 

Over two hundred and fifty couples took part in the 
Grand March at the Halloween Dancing Party given 
by the Weyenberg Shoe Mfg. Company Employes’ 
Benefit Association at the Wells Colonial Hall, 
October 31. The hall was appropriately decorated 
for the occasion with shocks of corn, pumpkin faces 
and the like, and even the old Witch’s Kettle sus- 
pended over a fire by the usual three sticks again did 
its share to make the night seem realistic of traditions. 
Special Halloween caps were given out in the earlier 
part of the evening'to the 600 or 700 who were present. 

With so large an attendance it took a little time to 
pick out the best couple in the Prize Waltz. The 
prizes consisted of a handsome oil painting for the 
lady and a pair of Weyenberg Fine Dress Shoes for 
the gentleman, 

During the in- 
termission a vio- 
linist, a cartoon- 
ist and a trio of 
girls, all mem- 
bers of the 
Weyenberg Em- 
ployes’ Benefit 
Association, 
entertained the 
crowd. 

The party was 
given by the As- 
sociation to help 
it meet addition- 
al obligations 
during the com- 
ing Winter. As 
over 1,000 tick- 
ets were sold the 
Association is to 
be congratulated on its success. 

The Weyenberg Shoe Mfg. Company Employes’ 
Benefit Association was organized some three and a 
half years ago, and from a small membership it has 
grown so that today ninety-eight per cent of the 
employes who are eligible are members. 

In speaking of the purpose and benefits of the 
Association, R. E. Freeman, General Superin- 
tendent of the Weyenberg Shoe Mfg. Company and 
organizer of the Association, says, ““The main purpose 
of the Association is to help. The benefits the mem- 
bers derive are manifold. When sick or otherwise 
disabled and unable to work, the Association comes 
to the members’ help with a weekly salary. In cases 
of death the Association pays to the beneficiary a 
sum of $150. When distress and hardships come 
over the family of one of the members, a helping hand is 
given by the Association. An idea can be had as to 


Weyenberg Shoe Manufacturing Company Employes’ Benefit Association Celebrat- 
ing Hallow’een 
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the extent of the help the Association gives to its 
members by the fact that the average yearly benefit. 
payments are from $4500 to $5000.” 

The Weyenberg Shoe Mfg. Company has recently 
opened up a branch factory at Beaver Dam, Wiscon- 
sin, and there, the same as in Milwaukee, every 
possible help is given to the employes through a 
Welfare Department, a Hospital and a Graduate 
Nurse. The company and the employes believe in 
co-operation. 





An Appreciation of Harry M. Hamilton 


To have been considered one of America’s best- 
known and most popular shoe salesmen is indeed a 
mark of distinction, but to have also been a man 
universally loved and esteemed for his sterling loyalty 
to his friends, for his gentlemanly methods, and for 
his complete re- 
liability in every 
respect, are even 
greater achieve- 
ments. Sucha 
man was Harry 
M. Hamilton, 
who died at Mt. 
Clemens, Michi- 
gan, on Novem- 
ber 5. 

Quiet and un- 
assuming, of a 
kindly and lov- 
able disposition, 
fond of his 
home, a beloved 
husband and 
father, Harry 
Hamilton, gen- 
tleman, made 
friends until the 
summons came. In the passing of this man the shoe 
trade suffers a great loss, and the sympathy of many 
friends is extended to his wife and daughter Ruth. 

Mr. Hamilton died at his home, as he would 
have desired. He was taken ill a few: weeks ago in 
Washington, D. C. He was given every care and 
attention, subsequently being removed to Mt. 
Clemens, where he had lived for thirty years. The 
end came on Wednesday night, and although in a 
comatose condition from the time of his arrival, 
Harry realized that he was at home with his loved 
ones, and passed away, peacefully, as he had lived. 

Harry M. Hamilton was sixty-two years of age, a 
native of Newcastle, Pa. Three years after locating 
at Mt. Clemens, Mich., he was married to Rose L. 
Goresbeck, who, besides a fifteen-year-old daughter, 
survives him. He was a member of the United Com- 
mercial Travelers and organizations in the shoe trade.. 
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Boston’s Biggest Business Convention 


Harry E. Hagan Tells Shoe Trades’ Club of Boston’s 
Hospitality 


the entire New England shoe and leather 

industry and its duties of hospitality in con- 
nection therewith of the coming great Annual Con- 
vention of the National Shoe Retailers’ Association, 
to be held in this city January 12-15 next, was 
given by Councillor Henry E. Hagan at the weekly 
luncheon meeting of the Boston Shoe Trades’ Club. 

Mr. Hagan said that probably four thousand live 
retail shoe merchants from practically every State in 
the Union would attend this convention, bringing 
with them the most up-to-the-minute ideas of 
merchandising and making a gathering the size of 
which will break all records in the history of the 
industry. 

“These men,” he.said, “are coming here bent on 
business, and nothing else. They are going to bring 
to New England a stimulus that even its great shoe 
industry stands in need of today. The convention 
is likely to open the eyes of our own people to the 
tremendous strides that the Middle West is making as 
a shoe manufacturing section, especially in the pro- 
duction of women’s shoes. Those of us who know 
something about the extensive plans for the erection 
of new shoe factories in cities like St. Louis, Cincin- 
nati and Columbus have some idea of what is 
developing out there along these lines. 


\ STIRRING address, setting forth the benefits to 


“These Western manufacturers at this very mo- 


ment are diligently invading New England and New 
York State, and are especially strong competitors of 
our women’s shoes in the New York City market. 

“This great ‘get-together’ cannot fail to benefit in 
many ways not only our New England manufac- 
turers, but our retail shoe dealers, some of whom are 
by no means as progressive as their contemporaries 
in the Middle West.” 

After criticising Boston’s apparent apathy in the 
matter of making this a great convention city, Mr. 
Hagan appealed to the shoe manufacturers and 
wholesalers of all New England to lend their co- 
operation toward the success of this convention and 
its big Shoe Style Show in every way possible, giving 
up the entire four days of their time to it if they can 
arrange to. 

The cost of the convention, Style Show and 
contingent features he said will be between $60,000 
and $75,000. 


On Export Situation 


T. J. D. Fuller, district manager of the United 
States Bureau of Foreign and Domestic Commerce, 


also addressed the club on some phases of the export 
trade situation. 

The speaker, after admitting that the present 
condition of international exchange is, and is likely 
to be for some time, a serious detriment to our export 
business, made the suggestion that we should at once 
proceed to investigate trade possibilities with coun- 
tries like China, Argentina, Uruguay, India and Spain, 
where the United States dollar still is at a slight 
discount. 

He also instanced the Levant as a part of the world 
where we might carry on a profitable trade on the 
old-time lines of barter, the countries in this section, 
like those in other parts of Eastern Europe, having 
considerable products that are needed in the United 
States. Why should we not, he asked, exchange our 
shoes and machinery for the mohair and other 
products of some of these countries? 

After making a reference to the subject of German 
competition, Mr. Fuller said that we might be able 
to trade with Germany on somewhat the same basis 
that Germany is trading with Sweden, notwithstand- 
ing the great discrepancy in monetary exchange. 

Mr. Fuller also referred to the recent extension of 
transatlantic steamship service out of Boston, but 
said that we still have to face the great problem of 
finding as much export business for the ships as the 
current import business, if any of these new lines are 
to be made permanent. 

In closing, he said that the best advice that his 
department can give to manufacturers at this mo- 
ment is to make plans to enter those markets where 
our dollar is still at a discount, and where there are 
no other barriers to trade. 





A Big Business 


In a San Antonio (Texas) Shoe Department, 
10x16 Feet 


One of the best demonstrations of doing a big 
business in a small space has been proved in the store 
of Cole Y. Bailey Company, Gunter Hotel Building, 
San Antonio, Texas. About a year ago Mr. Bailey 
employed F. B. Reiplinger as manager of his shoe 
department, but was unable to give Mr. Reiplinger 
much space and limited it to 16 x 10 feet ina small 
corner of the building The growth has been phenom- 
enal and today Manager Reiplinger is carrying a 
stock of about $35,000, with shoes as high as $20 
per pair. 
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Sound Merchandising Policies 


At the Appledoorn Shoe Store, Kalamazoo, Mich.---Selling Family 
Trade Successfully for 55 Years 


in our success lies in the policy of finding out 
what the public wants and then supplying that 
want.” 

That was Ryer Appledoorn’s answer to the ques- 
tion: 

“Why have you grown from a $400 concern to an 
institution that has brought comparative wealth to 
three families?” 

That answer was amplified by adding: 


Ti may sound trite, but one of the chief factors 


Small Margin on Women’s and Children’s Shoes 


“We have always taken the smallest possible 
margin on women’s and children’s shoes believing 
their trade essential. And we have followed two 
other important policies; we have tied to good manu- 
facturers and stayed with them through thick and thin, 
and we have never had an argument with a customer, 
for the customer, right or wrong, is always right.” 

The Appledoorn store has catered to family trade. 
The store is really two stores. On one side the 
novelties and higher-priced goods are carried, while 
the other half of the store is devoted to the more 
medium-priced merchandise. 

“Our study of the trade shows that the average man 
or woman wants to pay for a pair of shoes,”’ said Fred 
A. Appledoorn. ‘‘ We have then seen to it that we had 
such shoes in stock. Sometimes it has meant a 
margin that was dangerously small, but on the whole 
it has paid because it has brought us volume and 
made a fund of good will, the value of which is in- 
estimable. 


Women an Important Factor in Retail Sales 


‘‘We know that the woman is the one who reads 
advertising in the newspapers. We justify our prices 
and our policies in her sight. We know that 85 per 
cent of the sales made in the retail world are made to 
or are influenced by women. That’s why we have 
gone out of our way to reach the woman’s trade. And 
of course we recognize that one of the shortest cuts 
to the heart of a woman is through her children. 
That’s why we have always prided ourselves on the 
values we give the little tots. I do not think that 
making a fuss about the children as they come into 
the store is the thing women want. They are looking 
for courtesy, to be sure. But they want value. 
Smiles and nice words may please. But they do not 
bring repeat orders like value; do.” 

Family trade is a matter of winning the woman. 


And when you have done that instead of making 
one customer you are making a family of customers. 
It pays to get the business of every person in the 
household and not the business of one member. 


Figuring a General Profit a Mistake 

Most merchants make the mistake of figuring a 
general profit, Mr. Appledoorn thinks. He says it 
pays to take very low margins on some staple lines 
and take a longer profit on the novelty lines. An 
average profit spread over al) lines is sure to result in 
prices on some goods that seem high. It is better to 
make the long margin on novelty and style numbers 
and be content with a small gain on shoes of a staple 
and general nature. 


Another Rule Is Careful Inspection of Mer- 
chandise 

Careful inspection of all merchandise is another rule 
rigidly followed. Every box in every case of shoes is 
opened and flaws are brought to light. The time to 
find that a shoe has a defect is not on the customer’s 
foot. It is when the shoes reach the store. Then ad- 
justments can be made with the manufacturer and 
customers are not going to get the impression that 
inferior merchandise is being offered. 


Buying from Same Manufacturers as Thirty- 
Five Years Ago 

“By sticking close to a few big manufacturers we 
have always had a good supply of shoes,” said Fred 
Appledoorn. ‘“‘At times when other merchants have 
been crying for merchandise we have had complete 
lines. That would not have been possible had we 
bought on the open market. We should have had 
to take our chance with the other fellow who wanted 
merchandise as much as we did and who might have 
offered more money or taken larger quantities. Some 
of the manufacturers who are selling us shoes toda) 
sold us 35 years ago. And I think we will still be an 
active account with them 35 years from now. It pays. 

“We have had special offers from manufacturers 
who have, at certain seasons, lots at a reduced price. 
simply because we have been with them long and they 
know us well. Otherwise the special prices would be 
quoted to the other fellow, the one who had stayed with 
the firm through the years.” 


Complaints Are Rapidly Adjusted 


In the Appledoorn store complaints are adjusted 
with a spirit of service. 
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whatever part of the country he may be located. 





my business. 
shoe merchant. 


Why President Geuting Advises Shoe Retailers to Attend the 
1920 National Convention, Boston, January 12-15 


It is no longer a question among progressive shoe retailers of this country as to whether they should attend a National 
Shoe Retailers’ Association Convention, for experience has taught them that it is absolutely essential to their business 
progress. Shoe retailing is an exact science which deals with the psychology of the masses; and to the extent that retailers 
understand what the public at large demands, just to that extent will their business prosper. This study is one that 
requires a great deal of data, and a convention that assembles the retailers from every part of the United States, each with 
his distinct message, is bound to leave with each one attending an added knowledge which will reflect in his business in 


It has long been recognized that the best education for any of us is based upon contact with the problems in which we 
are interested and a National convention is assuredly a clearing house for any and every shoe retail problem confronting 
the individual. It is there that he gets his answer—it is there that he gets inspiration and learns of the achievements of 
his fellow shoe retailers in various cities from coast to coast and from the Great Lakes to the Gulf of Mexico. It, there- 
fore, becomes a question ‘‘Can I afford to miss a convention?” To which I would answer it is one of the costliest mis- 
takes that any retailer could make. I have been an enthusiastic association man for nine years and I have never gone to 
even a minor convention or minor meeting that I did not come back with some profitable thoughts that I could apply to 
Little by little it has perfected my system, enlarged my vision and increased my efficiency as a retail 






A. H. GEUTING, President N. S. R. A. 








No attempt is made to tell the customer he has 
abused a shoe. No arguments are allowed. The 
right size, in a new shoe, is found and with a smile the 
customer is told to feel he has done Appledoorn & Sons 
a real favor by making his complaint known. 


Business Ante-Dates the Civil War 


It was a year before the Civil War that P. B. Apple- 
doorn and son Ryer came to Kalamazoo. They were 
natives of Holland and brought with them $400 and a 
little top leather. Their funds were so depleted when 
they reached here that they found difficulty in getting 
enough sole leather to make sufficient shoes to start 
business. However once started they never knew 
serious difficulties. A good shoe was made. It was 
honestly marked in price and it was sold with a 
guarantee that had no ifs. Success was born early in 
this store and it has grown and waxed exceeding 
strong. 


Ryer Appledoorn, 82 Years Old, Still at the 
Helm 


Ryer Appledoorn is 82 years old. He is at his desk 
every day. He lives nearly a mile from his office, but 
usually walks to work and with a step that has 
wonderful spring and elasticity. 

The active management of the business is in the 
hands of the two sons, Fred A. and Peter B., but the 
elder Appledoorn always keeps a guiding hand on 
affairs. 

He talks with the customers and sees what 
their impressions are. He looks over the travelers 
samples and still pours into the business, liberally, 
from the rich fund of experience which is his. 








“The day of high shoe prices is here to stay,” said 
Mr. Ryer Appledoorn. “I think there may be some 
readjustment in a downward direction, but it will be 
comparatively small. There is not enough leather 
produced to take care of the demand and with the 
high wage scale, which is here to remain, shoes will 
never be very cheap. The one thing for the merchant 
to do is to see to it that he has a medium-priced line. 
For one woman who is glad to pay $20 for a pair of 
fancy colored shoes there are a dozen others who want 
to pay $12. For one pair of fancy dancing pumps 
sold there are a score of children’s school shoes put 
over the counter. 

“Go after the ordinary man’s business. And when 
you go do not be satisfied to sell the person whose feet 
you are fitting; do not rest until you have the trade 
of the whole family. It is easy to get and nothing 
I know of has increased our volume so much as the 
ideal and the practice of getting the family business.” 


Firm Believers in Direct Mail and Newspaper 
Advertising 


Direct mail and newspaper advertising are used 
liberally by the Appledoorn store. Each season one to 
three letters are sent women, who deal with the store, 
telling them some feature of a special sale and show- 
ing why they should buy shoes during the special 
event. Large newspaper space is used three or four 
times a week. 


*“No concern ever gets old enough or big 
enough to lay down on its advertising,”’’ said 
Fred Appledoorn. ‘‘We spend more money each 
year in advertising than in any previous year. 
And it has always paid.”’ 
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Boston Shoe Repairers’ Prices 


A Comparison of Prices with Your Own Should Prove Interesting 


---Shoe Merchants’ 


N a recent issue of the ‘Recorder’ 

for shoe repairing which are in force in Detroit was 
We are presenting herewith the list of 
prices which prevail in some of the larger repair shops 


published. 


Repair Shops’ Prices to Merchants 


SOLES 
Boys’ 


Sewed Half Sole ae 1.25 
Sewed Sole to Heel , 1.75 
Sewed Full Sole. .. ee 7 1.85 
—_— — to Heel, Louis | ‘ 


Turned Half Sole... ... ¥a 
Turned Whole Sole 2.5 
Turned Whole Sole and Louis 
Breast .2.85 
Welt Pieces when worn through. 


RUBBER SOLES 


> 
.10 each and up 


7, Half Soles 
Corrugated } Whole Soles. 
Tennis Soles, 4% in.......... 
Fibre Soles 
Rubber _— — toe pieces 
White Soles... . 


SPECIALS 


Sewed Trot-Moc Soles. . 
Sewed White Leather Soles 


Hand Stab Shanks 
Rivet wee 5 7 
Wa 
New | 
New < Wels 
Half 
we Slip-Soles.. 
Steel Shanks. . beet 
Pick Stitches aes 
RUBBER HEELS 
Boys’ 
M’n’s W'm’s M's’s 
All Makes. . 50 


Orthopedie Poster view. Be 60 P = 


—_ .30 
Oothovedia Heels, Rebuilt . , 
Replacing Old Heels when Resoling 


NEW HEELS 


Fancy Colors 
Lower Wood, New Top Lifts. . 


Miscellaneous 


IN oe koh cbnes ness ues , 
New Gores satin. 

Golf Nails....... a 
Toe Caps sewed down to soles. 
Toe Caps turned soles ; 
Toe Caps sew in welts. . 

Toe Caps with sole and heel 

New Boxes sew in welt. is 
New Boxes pick stitches 

New Boxes with soles and heel. . 
Boxes removed. . 

Boxes removed picked stitch. . 
Boxes stiffened. . 


Toe Linings... . 


"a list of prices 


customers. 


EN innectccdcccecedpatiandacds . 50 pr. 
Back Stays 

SUG UND SO TENOR 6 a0 0 3 0 sii 0st paws nies 7% 
era» pin Oe er 1.00 to 1.25 oe. 
Button pieces oxfords.............. wears 3 
New Sides . aod .85 ea. 
US os Senko ches 1.50 tol. 75 pr. 
V’s in Back —- | oe 

V’s out of Back dies 

V’s out of back original seam. . 

V’s in Riding Boots...... a 

V’s out of Riding Boots. . 

Cuffs Riding Boots. . . = 

Clover Leaf Stays Riding Boots... .. 

Eyelet Stays we 

Eyelet Stays oxfords 

Eyelet Stays invisible 

Eyelet Stays inside _- 

Cut down bluchers . 

Heel linings high . eee 

Counter linings ladies’ 

Counter linings men’s. 

Rebind slippers............. 

Rebind slippers to make tighter 

Tongues 

Tongues lined.............. 

Skive tongues.............. 

Removing vamp linings 

Removing epee 

Counters. . 

Counters turned. 

Counters lon 

Counters stiffened . 

Counters tree out 

Fancy vamp stays : 

Fancy vamp stays button boots 

Cc ne down backs. . , 

44 Cork Soles sewed, up to 2% in 

44 Cork Soles nailed, up to big 6 in. 

Cork Soles over 2% in., per in. 

Full Cork Sole, 2 in. sh 

Full Cork Sole, 2% to 4 in 

Arch Supports Leather. 

Arch Supports recovered . 

Arch | etc recovered op and bottom. 
Stretching. . ‘ 

Shrink linings. . 

Lengthen by last. . 

Lengthen by heel. . 

—— Soles and Heels. 


Pad Vamps. . 

Steel Shanks. . 

Elastic V’s in front. 7 

Elastic in Back. . . 

Recover Wood Heels and Top 

Button Shoes to Lace pion 

Bt AMD GUMEINOND. . onc oc cc ceecccstes 1.50 pr. 
Leather Bows «ss scene CO 
Silk Bows. ee vee ae 
Drop IE os geese . 65 pr. 
Screw Calks for Golf ‘ 


New Tops button ......... 

New Tops lace 

Extension tops ordinary. . 

Extension tops patterns................. 

ORR 2.00 pr. and up 

White Satin Slippers dyed to roatch ~ 
"RAS eer rae eee 5 to 1. 00 pr. 

Cutting down outsides.................. . 50 pr. 

I, ooo cco Sestncevccas 90 pr. 

ee ee ere eee 4 

Cutting into oxford quarter linings 

Tree Vamps 

Rework button holes. . matte 

Rework button holes oxfords. . . . 

Eyelets, set. 

Hooks to eyelets or vice versa...... 

Hooks to invisible eyelets............... é 

Refinishing bottoms 

Nails in heels 

Sandford Plates 

Circlets 

Patches ordinary. 

Patches sew to sole. . 

Sock linings 

Sock iaiaes double 

MIN. ore 6 + arin «6 5.9: 

Toe pieces (piece welts extra). 

Take in backs oxfords ‘ 

OS SS Rees eee d 

os ks 6 sinauadibaaeamial 

AE Se re ce 1.00 pr. 


Prices to the Public 


of Boston. These are the net prices to shoe merchants. 
We are also presenting the prices which one of the 
representative shoe stores of Boston charges its 


Ankle straps ‘ 50 pr 

Ankle straps bound........... 75 pr. 

Stay buttonholes ........... <3:4. 30 ee -00 pr. 

Stay buttons 

mee ee ee ee .! 
Underlay on Soles. ........... 0 pr. 
All prices on upper filling are for black and pode 

tans. - On all fancy colors extra charge. 


A Shoe Store’s Prices to Public 
SOLES 


Sewed Half Sole............... 


Newer Walt _ See 2.00 
Nailed Sole to Heel. . 


2.5 
Turned HalfSole.............. 3.00 2.75 
Turned Whole Sole. . sae 3.50 
Turned Whole Sole and Louis 
SP ee ee 4. 
Welt Pieces when worn through. . 


RUBBER SOLES 


.10 each and up 


M’ 
SN Sg 6.55 een eens 2. 
Corrugated } Whole Soles 1. 
Tennis Soles 14 in ‘x coe 
Fibre Soles 2. 
Rubber Soles with toe _——- 
White Soles. . 


SPECIALS 


Hand-Sewed Leather Soles........... .3.00 

Half Soles, Hand Sewed.. .35 extra 
Whole Soles, Hand Sewed. . .50 extra 
Hand Stab Shanks. . Terror 
IN ried. 6:6 664 eser a 600 5 oe .25 extra 
Wate ee 

New 

New 3 

Half 

Halt Si 


Pick Stitches... .. Wa bedetbe baste scene 
RUBBER HEELS . 


Boys 
M’n’s W’m’s M’s's 
65 


50 extra 


All at ane MR. cccseese a 
Corrugated Top Lift...........: a | 


Orthopedic Foster weiele adam. aneteee = 4 2 


HEELS 


Boys 
M’n’s Wore s M's’: 
SE PE ee eee . 60 45 eS 
Thomas Heels, Rubber Insert 
Re 1.00 1.00 


icing Heels, Rebuilt... .85 


NEW HEELS 


Military and Cuban, all heights. 
—_ and —— Cu 

omas an thopedic 
Thomas Heels, Rubber Insert... 1. 
eee of Heels with Rub- 


aoe Sense. 


Fancy Colors ne 
Lower Wood, New Top Lifts.......... 60 

To each item on the miscellaneous. list of prices. 
the Boston Shoe Store quoted adds 33 1-3 pe 
cent as its price to the public. 
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Telling the Public in Print 


A Series of Quarter-Page Talks on Shoes, Now Running in Newspaper 
Space, Directly Above Quarter-Page Shoe Advertisements 


No. 1---Customer and Merchant Have Joint Interest in Sales 


By GEORGE W. ASHTON, Manager All America Shoe Shop, Salem, Mass. 


OR the customer, the shoe merchant is a pur- 
chasing agent. The store of the merchant is 
really an institution for the accommodation of 

the customer. The success of the merchant, and his 
store, is dependent upon the support of his cus- 
tomers. The better the store, the better the goods it 
provides. And the better the 
stores and their goods, the better 


A 


costs $6. Before the war, a woman could get a pair of 
very good boots for $6 and 15 or 20 years ago she could 
get two pair for $6. Prices are constantly advanc- 
ing. A cowhide brings as much money today as 
did a whole cow 25 years ago. So prices of 
cowhide shoes are higher. : 

Fine kid shoes are generally 
more expensive than are cowhide 





5, dr MOE 
eee es ehiget soho 


Added 








the city. So it is a public duty, as 
well as a selfish interest, for the 
consumer to patronize and encour- 
age the store of his own home 
city. 
The customer cannot make shoes 
for himself, as did people in colonial 
times. He is too busy for that. 
Besides he hasn’t the skill. So 
he has the shoe merchant buy 
shoes for him, and keep them in 
his store until he wants them. 
That is what really happens in 
modern merchandising although 
some may figure it out otherwise. 


Pee ewe eee ws 








Time and Study 





MAAK TL 
r - : . 


To the buyer of shoes for his 
customers, the shoe merchant must 
give much time and study, as well 
as money. Hehas to study the mar- 
kets, so that he knows when, 
where and how to buy to best advantage. He 
has 50,000 competitors. Business in shoes isn’t just 
passing the buck along by any means. It is the one 
good hard fight day after day to provide good shoes 
for customers. 

Leather being the chief material used in shoes, the 
merchant must study it with more care, particularly 
on points of price, quality and use. He can do little 
to change the prices. 

Leather is an international commodity. Kid 
leather, the most expensive leather today, is made 
from kid skins from India and Brazil. The packers 
have no more to do with kid leather than they have 
with green cheese or the moon. 

The kid leather in a pair of woman’s fine boots now 
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shoes, and cowhide shoes are more 
expensive than split shoes. Boots 
always cost more than do low cuts. 
The shoe merchant always has be- 
fore him the problem of whether his 
customers want fine shoes, and are 
willing to pay the price for them, or 
whether they prefer the inferior 
grades of shoes at the cheaper 
prices. 

These days, customers commonly 
complain of prices. Yet a few 
years ago people here were com- 
plaining that they couldn’t get shoes 
good enough. Colored shoes have 
been in vogue for several seasons 
and are still very popular, especially 
the two tone effects. People are 
capricious about footwear. The 
merchant is kept guessing what 
they will want, and as he must 
place his orders from three to six 
months in advance of the season, he has to guess 
ahead like a fortune teller. 

Now if customer and merchant would get closer 
together, and join in regulating the demand for shoes, 
then merchandising would be less of a gamble. There 
may be ways to do it. 














Merchant Close to Customer 


The store has-the merchant’s name over the door. 
But it really belongs to the customer. He is free to 
enter it at any time, to look over its stock, and to 
select shoes at his pleasure. The merchant pays the 
bills. The cost of retailing shoes never was greater. 
Rents are higher. Taxes are tremendous. Salaries of 
clerks are higher. Interest charges are increasing. 
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Deliveries are expensive. Altogether, it costs twice 
as much to fit shoes to the customer as it did before 
the war. 

Now there may be ways to get down the cost of 
merchandising shoes, as well as the cost of the shoes 
themselves. One way is to regulate styles. That is 
up to the customer. If the customer is willing to 
accept sensible, serviceable shoes, correctly fitted, his 
shoe bill will be lessened. But if he insists on the very 
newest styles, his shoes will cost more. This is 
particularly true of women’s shoes. For instance, 
last year the demand for gray kid boots became 
greater than the supply. And the scarcer they be- 
came the more was the demand, and the prices of them 
advanced until they were prohibitive. 

Another way to keep down prices of shoes is to buy 
early, early in the season as well as early in the day. 
A person who buys early in the season gets the best 
selections of leather and styles, also the person who 
wears a narrow width can always be fitted early in the 
season. 

Why Bargain Sales? 

Also, he enables the merchant to keep his stock 
clean. Few consumers ever think of the cost of car- 
rying stocks of shoes. Every day that a pair of shoes 
is in the store it is eating up money in interest, 
storage, insurance and other charges. That amounts 
to $2500 on an overstock of 10,000 pairs of shoes. It 
is quite a sum to add to the cost of merchandising. 
This is why the live merchant will hold a markdown 
sale at the end of each season, for it is cheaper for him 
to take a loss then and to have the money for new 
styles than to add 25 cents to the old ones and still 
have them. 

To buy shoes early in the day looks like a simple 
thing, but it has much to do with the costs of shoes. 
The customer who buys early in the day has the 
advantage of abundant time for selecting shoes, and 
getting them fitted. Yet it is the common practice 
for customers to wait until the last minute to buy their 
shoes. Consequently, the merchant has to maintain 
a large staff of clerks, and equipment, to take care of 
the rush. Thaf adds to the expense of merchandising, 
and, consequently, to the cost of shoes. 


The Window Pulls 


Another way to get down the costs of merchandising 
and the costs of shoes, too, is for the customer to co- 
operate with the merchant in his publicity campaigns. 
The merchant goes to a considerable expense of 
time, thought and money to dress his windows. He 
doesn’t do it to tickle his own vanity. He does it to 
accommodate the public. He puts shées in the 
window so that people can pass judgment on them. 
He welcomes the critic of his windows. He rejoices 
when a man comes in and says, “I like that pair of 
shoes in your window. Let me try them on.” And he 
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wouldn’t be displeased if a person came in and said 
“T don’t like the looks of those shoes in your window,” 
for he wants to know what to avoid in shoes, as well as 
what to buy. So the people who look in the windows, 
and select their shoes, help the merchant as well as 
themselves. 

Advertising is one of the biggest factors in modern 
merchandising. The merchant advertises because he 
has shoes he wishes to sell. And the best time for the 
customer to buy is when the merchant wants to sell. 
Advertising does not add to the cost of shoes. To the 
contrary it lessens them. It brings volume of business 
to the store, and it keeps down the cost of merchandis- 
ing shoes. The more shoes the merchant sells, the 
less will be his price on them per pair. The customer 
who follows the advertising keeps himself informed of 
styles and prices, and when he needs a pair of shoes, he 
knows where to buy them to best advantage. 


Know More About Shoes 


Nobody would think of buying a house, or an 
automobile, without reading the advertisements, and 
askirig about them. It should be the same with shoes. 
A person should be willing to think for himself about 
the kind of shoes he, or she, really wants, and to con- 
sider what shoes in the merchant’s stock will best 
satisfy his, or her, requirements. Study of the ad- 
vertising, inspection of the window display, and a 
visit to the store should result in the selection of 
shoes satisfactory in style, quality and price. 

There is nothing to be gained by standing on the 
street corner and calling the shoe merchant a profiteer. 
It is better to go to the store and talk things over. He 
will welcome a heart to heart talk, even though a 
person doesn’t wish to buy. He knows that his success 
in business is absolutely dependent upon the con- 
fidence and the support of the public, and he will 
demonstrate any hour of the day that he is giving the 
best part of his life to winning and holding the 
confidence of his customers by keeping their feet 
healthful and comfortable, as well as neatly shod, to 
the best of his ability. 





Saved $8,880 on Lasts 


But He Could Save More by Keeping Lasts as 
They Are 


A shoe manufacturer sent 8,000 pairs of lasts to the 
remodeler the other day. He will pay $1 a pair to 
have them remodeled. For new lasts, he would bave 
to pay $2.11 a pair. So he saves $1.11 a pair. The 
total saving is $8,880. If he didn’t have to change the 
lasts at all, he would have saved $8,000 more. 
That would make a total saving of $16,800. 
Certainly, there is economy in sticking to lasts as 


they are. 
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The Value of Comparisons and Inspections 
of Merchandise 
The Purpose of the Chicago National Shoe Exposition and How Merchants 


Can Profit by Attending 


By FRANK B. KING, President Shoe Travelers’ Association of Chicago 


information gained by a human being is ob- 
tained through the eye. 

Reading about shoes is necessary and all right in 
its way, hearing about them conveys a Jot of intel- 
ligence, but seeing them and comparing line with line 
is the real way to gain super intelligence as to their 
real worth and merit and their salability. 

This is the underlying thought that actuated the 
Chicago Shoe Travelers in arrang- 
ing for the Chicago National Shoe 
Exposition. 


information tell us that 85 per cent of all the 


A Comparison of Lines 


When a merchant buys at home 
he sees only the one line. When 
he goes into any particular mar- 
ket he generally sees but a few 
lines and a- few grades that 
are produced in that particular 
market. 

When he attends the Chicago 
National Shoe Exposition he sees 
the product of every market in the 
country and the representative 
lines produced in each manufactur- 
ing center. He gets a broader and 
more comprehensive idea of style, 
of what is popular and of what 
the comparative demand will be 
of the various types of shoes 
not only for spring, 1920, but for the next Fall 
season as well. 

He has a grand opportunity to verify the purchases 
he has already made and feel that his purchases have 
been rightly. made and thus have an opportunity not 
only of making every shoe good which he has bought 
but strengthen the weak spots of his previous buying 
campaign. 

I have personally talked to quite a few merchants 
who visited our initial exposition last July and I have 
yet to meet a single man who was disappointed or 
dissatisfied with his experience here. 

Many of these merchants placed additional orders 
during the exposition because they were convinced by 
getting in contact with a great number of salesmen and 
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manufacturers at one time that prices would be higher 
and they have consequently reaped.a big harvest 
financially because of their attendance at the ex- 
position. 

Practically every one of these merchants has 
signified his intention of visiting the exposition 
in January and they are coming with a feeling 
that they will obtain here shoe information that 
will not be obtainable elsewhere. 

Merchants who never visited 
Chicago before are beginning to 
look upon this city as a shoe 
market where their wants can be 
met and satisfied. 





Turnovers and Profits 


A Bit of Evidence Is Presented 
—Think It Over 


Shoe merchants! Here’s a word 
about “Turnovers and Profits” 
from the columns of a_news- 
paper that is striving to induce 
its merchandise to quicker action 
in merchandising and advertis- 
ing: 

**“A merchant lays in a $5,000 
stock of slow-moving goods, and 
takes one year to sell them ata 
profit of ten per cent. 

“He makes $500. 

“Another merchant invests $1,000 in quick-moving 
goods, turning his stock and reinvesting five times in 
a year. 

“He makes $500 profit on his year’s sales. 

“The first man, at the end of the year, has made 
ten per cent on his capital. 

“The second man, at the end of the year, has made 
50 per cent on his investment.” 

It pays the merchant to go after the 50 per cent 
investment. So argues the newspapers. And that is 
another bit of evidence in support of the “Recorder” 
advice that shoe merchants make quick turnovers 
and quick profits. 
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The Modern Shoe Store----No. 2 


The Progress of a Merchant and His Store in Service to the Public 


By MILO A. SLADE, Des Moines, Iowa 


Fe Y career as a _ shoe salesman started 
M with Johnson & Slade in Boone, Iowa. I 
quit high school and entered upon my 
duties as errand boy in this establishment. My father 
being one of the members of the firm, I paid strict 
attention to what my father said and did when he 
served his customers. Gradually I began waiting on 
trade.- In a few years my sales increased until they 
were as large as those of any of the salesmen in the 
store. The bookkeeping was turned over to me. 
At first I did not relish this new position, but entered 
into it with a determination to master it and it proved 
of untold benefit in my later business years. 


Succeeded to Father’s Business in 1909 


“My father purchased Mr. Johnson’s interest in 
the business, which he conducted until his death, 
March 12, 1909. At his death business fell to me 
and my career as a business man started. It was up 
to me to handle the ship, which I felt was a heavy 
task. I first took stock and prepared a statement of 
the assets and liabilities of the business. The condi- 
tion of the business was far from desirable. My 
friends told me I could never liquidate. I made the 
effort and went to work. I conducted a big sale, 
reduced the stock and applied the money thus ob- 
tained to liquidate the indebtedness of the firm. In 
September, the year of my father’s death, I in- 
corporated the Slade Shoe Company of Boone, Iowa, 
with not a dollar of indebtedness, and the business has 
showed a profit every year since; not a paper profit 
either. 


Good Merchandise and Honest Methods 


“‘We had proven to my own satisfaction, at least, 
that good merchandise backed up with honest methods 
and good service would win out in a city as well as ina 
smaller community. I felt that we were in a position 
to operate two stores. I looked over the ground at 
Des Moines and concluded to open the new store 
here. 

A Second Store Started in Des Moines 


“The first day of August, 1913, I moved to Des 
Moines, Iowa, and I will remember that day as long 
as I live. It was one of the hottest days of the year. 
I rented a store room on a side street and September 


15 opened a high-grade shoe store for men and women. | 


It was up-hill work for the first six months. 
“Five dollars was the lowest priced shoe we carried 
and that was considered high in those days for shoes. 


We had some men’s bench-made shoes for $11; many 
men came in and asked to see these shoes. They were 
a curiosity. They stayed on our shelves for some 
time, but when we did sell a pair, they gave ever- 
lasting satisfaction. 

“Our business increased from year to year and six 
months ago we remodeled and enlarged our store. 
Today the Slade Shoe Shop will rank with any shoe 
store in the state. 


Success Is Due to Hard Work 


“Any success we have achieved is due principally 
to hard work. When the business was in its infancy 
I gave it all of my attention and spent many hours 
after closing, working on the details, devising methods 
whereby I could increase the business. I advertised 
quality and service, backing up my statements with 
good merchandise, expert fitting service and those 
little attentions to customers’ whims and fancies that 
count for much but are easily overlooked by both 
merchants and sales people.” 


‘‘Head Work’? Pays Better 


Some good business man has said “Head work pays 
better than hand work.” Anybody familiar with Mr. 
Slade and his stores knows he has not neglected 
“head work.’’ To take a business top heavy with an 
accumulation of merchandise and unpaid bills and 
transform it into a live money-making institution 
requires “head work” of high quality. 

The accompanying illustrations do scant justice 
to the Slade store in Des Moines. The color scheme 
does not show in the photograph nor does the balcony 
office and stock room receive the amplification due it. 
“Head work” is seen throughout the arrangement of 
the recently remodeled store and is evident in 
the atmosphere that pervades the whole establish- 
ment. ; 

No story of this store would be complete without 
reference to the courteous, well trained force of sales- 
men. Every one clean cut, alert and painstaking in 
his effort to serve Slade customers in the most ef- 
ficient manner. 

Mr. Slade has for may years taken great interest 
in association work. Last year he served as president 
of the Iowa Retail Shoe Dealers’ Association. He is 
also very active in the Des Moines Retail Shoe 
Dealers’ Association and the Chamber of Commerce of 
Iowa’s capital city. 
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Details of Interior of Slade Store 
(Described on page 55) 
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OLUMBUS was the first white man to know 
anything about rubber. This was a substance 
totally unknown to the old world before he 
made his historic trip to America. Likewise he was 
undoubtedly the first white man to see rubber foot- 
wear, for he found some of the natives wearing mocca- 
sins made from rubber, and, it is related, traded the 
Indians some trinkets for some samples which he 
carried back with him. 

The Indians chanced upon this crude use of the 
juice of a tree perhaps many hundreds of years before 
Columbus reported to the Queen he found strange 
looking natives playing a game with a wonderful 
ball made from the gum of a tree and wearing moc- 
casins and hats made from the same material. 

The first authentic reports compiled on rubber were 
prepared by Spanish and Portuguese missionaries 
in 1525 and given to Spain as wonder tales of 
the new world. These reports bore no practical 
results, however, and it was 200 years later 
before anyone attempted to obtain definite in- 
formation concerning rubber’s growth and uses. 

‘Two French explorers started out in 1731 
under the guidance of the Paris Academy of 

Science to determine if rubber had any practical 

uses, but the only infor- 

mation which survived 


their attempt was the 
fact they gave to Europe 
for the first time the word 
Heava, the name of the 
tree, as the source from 
which rubber came. 

It is an _ interesting 


A Native-made Rubber Shoe 
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The First Rubber Shoe Made in Akron 







First-Hand Information 
on Rubber---of Value to 
Store Salesmen and 
Merchants’ with the 
Opening of the Winter 
Rubber Season 





fact to know that the word rubber is found 
only in the English language. Priestly, the dis- 
coverer of oxygen, gave it this name in 1770 be- 
cause he found it would readily erase pencil marks. 
Every other language has adopted some derivative of 
the words “‘cahuchu”’ or “‘caucho.”” (French—‘“‘Caou- 
chouc;’’ German—*“‘Kautshuk.”’) 


‘““Gum Boots” of Early Use 


Not until 1813, almost four centuries after Colum- 
bus made the first deal in rubber footwear, was the 
value of rubber as waterproof shoe material recog- 
nized. About this time a Boston sea captain brought 
with him on a return voyage from Brazil 500 pairs of 
these “‘gum boots” made by the natives of the Amazon 
district which, although being clumsy and unshapely, 
readily sold at $5 per 
pair as protection against 
wet, since it was con- 
ceded by this time that 
rubber was much supe- 
rior to greased leather 
for this purpose. Begin- 
ning with 1825 and dur- 
ing the following 15 years 
it is estimated that 
1,000,000 pairs of these 
rudely constructed shoes 
were imported from 
South America and found 
a ready market. They 
did not sell, however, 
from a service stand- 
point but rather the fact 


Wie ie Cac aa 





fi 






















58 BOOT AND SHOE RECORDER 


that they were high priced and were considered as a 
luxury kept up their popularity. This is proven in 
that after a process had been perfected permitting 
their production on a large scale and sale at reasonable 
figures the public did not want them. 

The first company which attempted to manufac- 
ture rubber footwear failed because the process which 
involved the use of a certain varnish from lamp 
black, rubber and spirits of turpentine did not take 
care of the peculiar quality of rubber, getting soft in 
Summer and brittle in the Winter. Consequently, 
every attempt to sell manufactured rubber goods to 
the public previous to Charles Goodyear’s discovery of 
vulcanization in 1839 only tended to prejudice the 
public against rubber articles. 


Vulcanization the Great Discovery 


By the year 1860, however, following Goodyear’s 
epochal discovery, several small companies had been 
formed in the East to manufacture 
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made by the B. F. Goodrich Company in 1905 and 
no doubt the first rubber shoe made in Akron, the 
Rubber Center of the world. The brand name 
““Straight-Line’’ was chosen and the first sales made 
in January, 1906. Only light weight footwear was 
manufactured until in 1913, when the consolidation 
of the Diamond and Goodrich brought with it a 
heavy line of footwear. 

No important changes in the manufacturing proc- 
esses of rubber footwear had been made for 50 years 
prior to 1913. The old method of curing, “‘the dry 
heat” method, which had been in use for many years, 
did not correct errors made by builders or serve to 
eliminate the natural porosity of the stock. The 
stock material remained porous and consequently the 
life of any single pair of rubbers was at the best an 
uncertainty and the service they might deliver could 
not be depended upon. 

Information from the B. F. Goodrich factory is of 
pertinent interest. We quote as 
follows: 


~ 








rubber footwear. For a number 





of years the rubber boot and shoe 
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CINGALESE GIRL 
Tapping a Rubber Tree. This IIlus- 
trates the Herring-bone Method, 
Commonly Used Now on Plantations 


industry utilized in bulk the raw rubber imported into 
this country, and its rise was truly wonderful. Statis- 
tics showed that the increase in production from 1860 
to 1900 was more than 4,000 per cent, although the 
use of mechanical rubber goods and later a demand 
for automobile tires developed to such an extent that 
the shoe industry no longer consumes as great a por- 
tion of the raw material as formerly. It is, neverthe- 


less, still one of the most important branches of the - 


rubber industry. 
A photograph herewith shows the first rubber shoe 


J. A. RISHEL 


Sales Manager Rubber Footwear, 
The B. F. Goodrich Co. 


A RUBBER BISCUIT 


Para Rubber from the Brazil Dis- 
- trict Usually Comes in This Form 


short-comings in the manufacture of rubber foot- 
wear, Goodrich evolved the new process of curing 
rubber footwear which they named “Hi-Press” after 
the term “high pressure.”’ This new line also broke 
away from the old custom of using black rubber only 
—coming out with white and brown boots and shoes. 

“This new process of manufacture has revolution- 
ized the rubber footwear manufacturing industry in 
this country. It has set up a new standard of rubber 
footwear serviceability. 

“Some idea can be gained of the magnitude of this 
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business by a comparison of a few figures. In 1913, 
Goodrich rubber footwear sales did not amount to 
much more than half a million. The employes engaged 
in making the footwear were very few and the sales 
department did not number-more than ten people. 
[t is estimated that the sales will run $12,000,000 in 
1919. A factory force of hundreds of people and an 
office and field sales force numbering close to 400 
individuals is handling this remarkable demand for 
improved rubber footwear.” 

It has been 427 years since Columbus saw and 
bought his first rubber shoe, and today millions of 
people in the civilized world consider rubber footwear 
a necessary part of their wearing apparel—equal in 
style, fit and serviceability to the rest of our present 
day wardrobe 

And it is almost incredible that more than 90 per 
cent of the improvement in rubber footwear from the 
natives time to the present has been made in the past 
14 years. This point no doubt accounts for the rapid 
increase in demand during the past 10 or 20 years. 





Prize Winners in Store 


Boston Salesmen Successfully Answer Mer- 
chandising Questions 

A big department store in Boston recently held a 
contest to determine what were the three most im- 
portant retail merchandising features. The following 
questions and answers were selected as being the most 
essential from a list of several hundred submitted. 

Question Number One —‘‘Why is knowledge of 
goods necessary to success?” 

Question Number Two —‘‘How can one gain and 
hold customers?” 

Question Number Three —‘‘What qualifications 
are needed to become a successful merchant?” 

The following answers were received: 

Prize winning answer to Question Number One — 
“A knowledge of goods is the most valuable asset a 
persop can acquire, for you must know what you are 
talking about before you can inspire your customers. 
In addition you make what may be a very ordinary 
transaction an interesting proceeding. 

“That article you are showing now becomes magic 
under the spell of your explanation as to its history, 
process of mapufacture and other intimate details. 
Knowledge is power and power causes sales to be 
made.” 

Prize winning answer to Question Number Two — 
“T can gain and hold customers by treating all with 
courtesy and consideration, by being always ready 
and willing to show goods in a manner which Jeaves no 
room for doubt in the minds of my customer that it 
is a pleasure. 

“By answering questions in an intelligent manner; 
also assisting in selection and in other ways showing 
the customer I have their best interests at heart. 
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“By keeping all promises and not making any mis- 
leading statements; also allowing the customer to see 
that his will is law.” 

Prize winning answer to Question Number Three— 
“Personality rules in business as it does in other 
things. Let the customer note you can smile at 
times; cultivate a pleasing personality; present a 
business-like appearance. Train yourself to remember 
names and other business details. 

“Keep your stock and counter as well ordered as 
your home.” 





Make a Store Examination 

How Would You Answer This Questionnaire? 

Do you save through discounting bills? 

Do you take a thoroughly honest inventory at the 
end of the fiscal year? 

Do you take the inventory promptly and decide 
whether the stock on hand is too large or too small? 

Do you go over all fire insurance policies in the 
light of present-day values? 

Do you keep such close records that you can 
reckon to a fraction what the expense is? 

Do you keep separate accounts of cash sales and 
charges, either by the week or the month? 

Do you keep a record of all goods purchased week 
by week or month by month? 

Do you plan to know where you stand in relation 
to assets and liabilities, at least once a quarter? 

Do you figure depreciation on fixtures? 

Do you figure the percentage of the gross profits 
of business in relation to the total sales of the year? 

Do you keep an accurate account of all expenses, 
not forgetting to charge bad debts and adjustment of 
complaints as legitimate business expense? 

Do you charge interest on money used as business 
expense? 

Do you keep an accurate account of all salaries paid 
out? 

Do you use best endeavor to adjust properly the 
relation between rent and total business sales? 

Do you make out a profit and loss statement at 
least twice a year? 

Do you at the end of fiscal year determine how 
many times you turned the stock over in the twelve 
months? 

Do you keep a “confidential” book in the way of 
departments which do not pay? 

Do you set a good example to associates by good 
business methods, promptness and courtesy? 

Do you study the methods of competitors and 
profit by their experience? 

Do you read trade literature thoroughly? 

Do you know, absolutely know, the truth about 
your business? 

Do you entertain “star boarders” in the way of 
departments which do not pay? 
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(Onverse 


ou know “Big Nine’’ --the fastest 
selling outdoor shoe in America. 
Well, here are some more members of 
the same family. They have the “Big 
Nine”’ punch, pep and popularity -- and 
the “Big Nine’’ fast-selling quality. 
They’re on the job in the Winter-time 
when “Big Nine’? takes a vacation. 

















Ri now, all these husky brothers of 
‘‘Big Nine’”’ are getting a lot of trade- 
building publicity. Our Fall and Winter 
advertising campaign is selling them to 
the alert, active, quick-stepping youth 
of all ages all over the land. And “Big 
Nine’’ dealers are gathering in the busi- 
ness. Are you one? If not, write for 


information. 


Converse Rubber Shoe Co. 


Factory: Malden, Mass. 
Service Branches: 
Chicago, 618-626 W. Jackson Blvd. New York, 142 Duane St. 
Philadelphia, 20 N. Third St. 














Nov. 15, 1919 BOOT AND SHOE RECORDER 


SHOES 


Fashion 


Footwear 


for the Women of America. 


Again we have a real demonstration 
of just what this means in our showing x 
of zw 


H & M SHOES - 
For Spring 1920 THE TOURAINE PUMP 


, pom rw Made of Dark Brown Kid, 
And while they possess “high style Suede Calf a. Tarn Sele. 


ideas, the patterns presented will appeal with a Suede Covered Louis 


strongly to the conservative buyer. Heel. 
Sample on request. 


Quality is, as always, pre-eminent. 
Salesmen who are now en route will 
be glad to prove these statements. 


Slelming/HenzZzte 


Artistic RESSS axers 
: | SHOE | 
Cincinnalél 


"WELYS AND TURNS EXCLUSIVELY 
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n my Buy Where Buying Is Easy 
|fazentor A == We Have Quality and 


Poy T0l We URI TAY ; 
QUALITY VARIETY Variety 


cNOBBY BROWN Hy VERY shoe polish for the season and a doesn Anh o.. 
radia “aantitnetion special dressing for every popular leather a hE me hy he Ae 4 
of the ge for brown glazed 


for leaning and pola — the advanta a with ae peach py ee egg = pve 
Stcte es ee eee 
Yes, you can also are attractively packed and our scale of glazed Hussia caf, vii or don- 

prices guarantees retail sales at popular ty ie cal daca toe 


age for Red or Ox- 
any other color or shade. 


blood and in both sizes. prices with good profits. 


NOBBY BROWN 





PASTE POLISHES - 
i\ 8 Li tte mores | 
“OIL PASTE” (\ Whitt 
FOR ALL KINDS OF BLACK SHOES VU s 
Blacks, Polishes and Preserves. Contains no acid 
to injure the leather. Will polish Wet or Oily shoes. 
Boxes open with a key. Per Gross 16.00 
TAN OIL PASTE SAME SIZE AND PRICE 
4 lb. Boxes [Black only] Per Gross 21.00 











Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 
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“*The Welt Stitchdown 
that has made good,’’ 


Now’s the Time to Place 
Orders for 


PADSLISSALSASAPISSPRSS of 


Immediate Delivery 


ORDER TODAY 


“Youngster” 
Oxfords 
for 1920 


Style No. 1829 


Brown Clio Kid 9-inch 
Lace Boot, Imitation Tip, 
18-8 Leather Louis Heel, 
Plate. Made Over New 
Long 4-inch Vamp. 
A perfect fitter. AA to D, 
: 2% to 8. At the excep- 
tional low price of 
and Style 


85 
62 In Stock 
Ss Novelty Shoes In Stock First <S TRUITT BROS., Rios 
Tober-Saifer Shoe Co. J || Binghamton «| + New York 


\ 1312 Washington Avenue St. Louis, Mo. 


S 
NY 
Sass SSNNSAANAANANAAASTSSSNASANNN ARENAS IANNIS INA ARRAENNAREAREAAENSRAN SSS 


They’re built on 
Footform Lasts. 
No Tacks or 
Nails. 

Shoes of Service 


SLISPPIVLS IID ESLAASOLISLSSASI ALG VLAIITSISLSASDITOLIS IS (6007S (Ld Z 


VILSIUPLAILESSSAAAILASEAAASALASDAAA MILLE LLL, 
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Vaugnan's 


Ivory SOLE LEATHER 


4. ~= — 
YW cents ~ 
yi 


4 — 
4, YZ, 


Ideal for smart summer wear 
-- dress, street and sport 
White clear through --its 
edge is its own and -~ - 
costs no more than other good 
sole leather. 


GEORGE C. VAUGHAN 
Tanneries at PEABODY, MASS. 
VES 
ye. 


Si 


~ 


Z 


a7 


7 - Q vy. , 
A "aie 
a Vi ques 
24g =a 


—S 


J Men's Smart Brogue of - - 


White Buck with Russia 

Calf Trimmings featur— 
ing Vaughan's Ivory Sole 
and Heel. . 
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HEN our = salesman 
shows you the 
SMITH-BRIS- gp 

COE line for Spring he won’t 
have to point out the char- 
acter and smartness of th 
samples. 


Take it from us that the 
shoes are just as good as 
they look all the way through. 


When may we have the pleasure of show- 
ing the line in your store? 


—— SMITH-BRISCOE SHOE CO. Inc. 
n Seadja Makers of Good Shoes for Men? 


Norwegian Steadfast 


Brogue Bal Ozford 
LYNCHBURG, - - +: VIRGINIA 


























Make Buyers Out of Passersby 


Some eople claim that clothes don’t 
make the man. 


LACES in Silk and Mecerized—Tubular, Round and Flat F 
But nearly everyone will admit that often- 


BEADS for Embroidery or Buckles 


Shoe Buckles for Holiday Gifts pnpendge mae 
And nearly everyone will admit that at- 


STEEL, RHINESTONE, BEADED AND tractive fixtures are a big help in making 
METAL. ALL GRADES. From $2.00 distinctive window displays. 


per doz. to $20.00 per pair. Let us send you our catalogs showing our 
They are In Stock Now fixtures—fixtures that will help to make 
your windows effective sales producers. 


27 and 2 i NHARPE 32 and 34 | : 
17th'St. . 6 BRO: fe pitied me Ze) k- OCe),. 0-7-0 
Ag EI ae MAKE BUYERS OUT OF PASSERSBY 
LANSING - MICHIGAN 


860 BROADWAY, NEW YORK i ae CHIG 


=Telels) 





























UV =e. 

















For Fall and Winter 


Chocolate Elk 
Unlined Blucher 





IN STOCK 





Your order will have our 
immediate attention 


F3—Little Men’s ‘‘ Buster Brown 
Scuffer’’ Chocolate Elk 7-inch 
Blucher, unlined, single sole, low 
heel, welt, ar eo 16 last, 


D width, sizes 124%-2...... $5.25 
Same, D width, sizes 914-12, 674 
INN 5 6x, ccxtora.cta. snc s6-0:3 $4.7 


Same, D width, sizes 6-9, spring 
heel, 534 inches high........ $4.25 


Buster Brown SHOES 


are well built, thoroughly satisfactory shoes in every 
way and being made over the “Brown Shaping Lasts” 
they insure absolute comfort and correct development 
of the foot during the growing period. 


Catalog on request 


TNIW Duos Gouge, 


Manufacturers 


‘White ‘House Shoes”’ for Men, “‘Maxine Shoes’”’ for Women, 
‘‘Buster Brown Shoes” for Boys and for Girls 
and “Blue Ribbon Service Shoes”’ 


St. Louis, U.S. A. 
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More Style— 
More Wear— 


What the wearer wants in 
shoes is style and service. 


Upon the box depends the 
life and style of the whole 
forepart of the shoe. 


The Vulco-Unit Box Toe is 
waterproof and perspiration 
proof and preserves its shape 
until the shoe is worn out. 























Process Pat. Aug. 19, 1913 
Patented January 12, 1915 
Patented January 12, 1915 


VULCO-UNIT 
BOX TOE 


BECKWITH BOX TOE CO. 


108 LINCOLN STREET, BOSTON, MASS. 

































oe 
CO 
5) 
ie 
2. 
ss 
Ng 
: 
ox 


SVAN 


S 





F 


O 


RS 


ACTURE 


. 


LANUF 


i 











In November 


Vode Kid will beadver- 
tised in full pages in the 
Saturday Evening Post 
(Nov. 29), and in col- 
orsinthe Ladies’ Home 
Journal, Vogue, Cos- 
mopolitan, Photo Play, 
The Delineator, The Designer, 
and The Woman’s Magazine. 


Vode is the brand name for the 
better grades. Each grade stands 
for a definite, unvarying quality 


and weight. 


STANDARD Kip Mra. Co. 
Black, Colored and Patent Kid 
207 South Street, Boston, Mass. 


Factories: WILMINGTON, DR. 


Branch Offices: 


New York City CHIcaGo PHILADELPHIA 
St. Lovts ROCHESTER CINCINNATI 
MonrTrREAL 
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SHOES 


or Gvery Occasion 
SUPER STYLE and FITTING ne 





By original and distinctive features of construction in our gf 
shank we secure unsurpassed style and fitting quality. Noth- fi( 


ing has done more to get fitting quality in shoe making dur- 
ing the past tenyears. This innovation from regular methods 
of manufacture, coupled with “Arnold” workmanship, has 
made “GLOVE GRIP” shoes internationally famous. Your 
store will bea better store by selling them. 


11 Styles In Stock For Men; Five For Women 





STYLES 




















“Vassar Hl 


“Glove Grip” 814” 
Bal, Tabasco Brown l ao 
Kid. Imitation re 4 
Straight Tip, 15-8 ff 
Heel. AAA- AA 4 ~ 9. an f 

,% 


A-B 3 to8. Cand D 
2% to 8. Price $11.35 





Model $807 | si) 
| 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing will so emphasize the good lines of your Fall styles like May- 
hew’s Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 
high grade top trees. No d store can afford to be without them. 
Because they improve the shoe a 100 cent and last you a lifetime. 
Remember they are made of cold steel and cost you only $6.09 


Doz. pair. 
Bend for FREE SAMPLES and test it out. See how much more 
attractive and handsome the shoe looks when supported by Mayhew’s 


‘op-Tree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a 
charge of 25c per pair when old Trees are returned. 


. ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your Window 


Inc. 
MINN. 


JAMES N. MAYHEW CoO., 


MINNEAPOLIS - - - - 











i 
| 
| 
| 





SPATS 


READY 
TO 
SHIP 


In Kersey, Felt, Buckcloth, Moires 
and Satins. Colors: Fawn, Castor, 
Brown, Pearl, Gray and _ Black. 
Prices up to $30.00 per dozen. 


WE MAKE DELIVERIES—NOT PROMISES! 


THE SIMON HALPERIN CO. 


121 W. 17th Street, New York 











With prices of children’s shoes at their present level, 
the buying public naturally expects quality. Pla- 
Mates will sell on their reputation for sterling worth. 


IN STOCK IN STOCK 


Maximum Wear and Dependable Quality 
Write for Stock Catalog 


Williams, Hoyt & Co. 


ROCHESTER, N. Y. 











Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


SUPERINTENDENT 
AND FOREMAN 


America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 
Boston, Mass. 



























He said- 
4 times 





« caren te ET LE IE 












He said we were wrong! And 
he had proof—that’s why he 
wrote as he did. 


Well, we would just as soon 
be wrong in a case like this. 

It never was Goodrich way to ex- 
aggerate. And, if Goodrich Rubber 
Footwear does do a whole lot bet- 
ter than we said it would, it is grati- 
fying, of course. Anyway, it pays 
to handle Goodrich. Better goods 
always means better friends. And 
deliveries are RIGHT—stock when 
you WANT it. 


) THE B. F. GOODRICH RUBBER CO. 


Boston New York Pittsburgh Akron P.. ad 
Minneapolis Kansas City Denver 


GOODRICH 


“HI-PRESS” 
RUBBER 
FOOTWEAR 
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Satd Mr. Manager to His Head Salesman: 


” ASON, you'll have to run things for three days, January 8th, 
M 9th and 10th—I’m going to Cincinnati. 

in yesterday with the ‘Some-Style’ line says they are going to have 

a Fair up there that will be a marvel. 

understand all the Art that was ever put into Shoes will be exhibited during 

those three days on living models. 


“There will be shoe displays and fellow merchants there from 
everywhere, for it’s a national event, and I think I can bring home 
a regular feast of ideas that will help us all. 


I'll be on my way.” 


Jennings who was 


Its theme is ‘Art in Shoes’ and | 
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If nothing prevents 
















. ote nace on hill - 
And &ntrance to GdenPark 





CINCINNAT 
SHOE FAIR 


JANUARY 
S910 1920 


Hotel Anton 
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John Kelly Shoes 
| Sor Women. 


~~~ are 272 fAigh Savor. 
judging hy 2e spler- 
id compl rmernts arn 


large orders placed__- 
Ae poring =" 


"Youthful and becoming 


as o771¢e buyer expressed 
ic. 


John Kelly. Inc. 
Rochester N.Y. 


New York City: Room JOS Gratum Bi 
Hurch ard Puane 3+ Pe John Hal 
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For Every Buyer 


The retailer who wishes the trade of the buying public must 
handle shoes bearing the Union Stamp. 


Union Stamp footwear alone appeals to one hundred per 
cent of the buying public. 


Union Stamp footwear may be secured in all grades and all 
prices, for every member of the family. 


We will gladly send you, on request, a list of manufacturers 
of Union Stamp shoes. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET - - - BOSTON, MASS. 
COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’! Sec’y-Treas. 
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2S Milwaukee Wants the 1921 Convention k.2; 








“DRY-SOX 
SHOES 


GET YOUR WEATHER SHOES NOW 


OOD merchants welcome special- 
ties that introduce live features 
in season and keep store news 

fresh— 


These are Dry-Sox months. This 
great wet weather shoe will turn up 
more profitable trade than anything 
else on your shelves— 


Stock Dry-Sox Shoes right now and 
get the benefit of the big Dry-Sox 
Daily Newspaper Campaign that is in 
full swing at this time. 


The advertising is creating big ad- 
ditional business on Dry-Sox Shoes 
Why not cash in on it? 


Write for Dry-Sox Catalog and selling plans 


F. MAYER BOOT & SHOE CO. 











A study of the 
construction 
of this shoe 
will give you 
a hint as to its 
popularity. 


MILWAUKEE, WIS. 






















Solid Oak 
Tanned Counter 


1/4, Bellows 
Tongue 


Solid Oak 


Tanned Insole 


Full Leather 


V 
~~ Solid 


NN \/ Oak Tanned 


YX Heel 


Best Quality of 
' Upper Leather 


Oil Slicker Lining 
Inside Cork Filling 

| Solid Oak Tanned Out Sole 
Ne ‘*_ Animal Parchment (Pigs Bladder) 


over bottom of shoe 
Choke Seam Welt sewed in with Leather Welt, makes 


the shoe as waterproof as it is possible to get it. 
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MILWAUKEE 


AND NATIONAL CONVENTIONS HAVE BEEN HELD, BU T 
MILWAUKEE WILL PROVE THAT THE TWO should be one and 
the same thing. One will help the other and the attendance will 
double. Thousands will become members of the National Association 
and additional thousands will attend such National meetings. The 
city staging such proceedings each year will become the 
Mecca of live shoe dealers from every section of the United 
States. All the more reason why such Conventions should 
be held near the geographical and habitation center of 

the country. 


NN "anp NA SHOE FAIRS HAVE BEEN HELD IN TIMES PAST 


BRADLEY & METCALF CO, 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE Co. 
MENZIES SHOE CO. 
OGDEN SHOE Co. 

PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 

ALBERT TROSTEL & SONS COMPANY 


pe HAPLINE , Albert H Weinbrenner Co 


atl 
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Made in Milwaukee Sold all over the World 


P & V. HIGH GRADE LEATHERS 





Fine Calf, Kip and Side Leathers in Black and the popular 
shades of Brown for the season 1919-1920. 


P & V Leathers will give your shoes the highest quality au- 
thority. 


Give your customers confidence in your shoes by specifying 
P & V Leathers when placing your next order for shoes. 


PFISTER & VOGEL LEATHER COMPANY 
MILWAUKEE WISCONSIN 


= bum = —— 
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‘admitted nell 


for me! 


Why? 


‘y CAN wear them twice as long as any other shoe 
mother can buy and she don’t have to pay as much 
for them. 

Dealers! mothers who have once bought K-Z shoes for 
their children don’t need to be resold. 

The many sales features of this line including a hand- 
some profit for all dealers is just one reason why we have 
specialized on Children’s Quality Shoes for over twenty 


years. 
Write us today for Samples 


Kalt-Zimmers Mfg. Co. 


Milwaukee, Wis. 
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P & V. Leathers in the shoes you sell means 
that you are offering your customers the 
highest standard leather value. When the 
merchant purchases shoes from the manu- 
facturer who has used P &-V Leathers in 
his line, the exceptional wearing quality of 
the shoes is a foregone conclusion. P & V 
Leather is good leather—the leader of its 
class—and will give character and style 
to your shoes. 

Specify P & V High Grade Leathers in your 
shoes. ‘They are the result of three genera- 
tions of quality leather production. 


Pfister & Vogel Leather Co. 


Milwaukee 


Wisconsin 
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IMPROVEMENT IN THE FACTORY MEANS 
BETTER SERVICE FOR THE MERCHANT 
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The Vineland, N. J., Factory 


HE illustration above of the latest addition to our factory equipment is 
expressive of the improved good service we are giving. 


Capacity—3,500 pairs per day—Area, 45,000 square feet. Output—Misses’, Chil- 
dren’s and Growing Girls’ High Grade Welts and Growing Girls’ Turns. 


Sample'lines from the new factory will be in the hands of our salesmen by Nov. 10. 


GRIEB SHOE MFG. CO. 


531 MARKET STREET PHILADELPHIA, PA. 


The above styles and many others carried in stock (in quantity) for immediate 


delivery. 
WRITE US FOR SAMPLES 


The following are yours for the asking: Catalog “GF” of the Crystal Quality 
GLASS FIXTURES; Catalog “R” of the beautiful new WICKER FIXTURES. 
Also leaflet of our exclusive Silk Velour Window Rugs with Art Borders (illustrations 


in colors.) 
All of above for quick delivery. 


THE HECHT FIXTURE CO. 


Tah St, bet tb” | reg Medinah Bldg., — — Jackson Blvd. 




















Ww EN you manufacture or sell a leather- 
soled shoe of moderate price, can you 
be free from the misgiving that this shoe, in 
the service of the wearer, may hurt the reputa- 
tion you have built for high grade merchandise? 


Tes are many good reasons 
for the high cost of shoes 
today. 


Men and women, moreover, are 
willing to pay the higher prices 
that are imperative provided the 
shoes that they buy afford a service 
commensurate with their in. 
creased cost. 


The higher price that is asked for 
these shoes, however, must be jus- 
tified by the longer wear that they 
give, or the customer will be dis- 
satisfied with his purchase. 


There is one sure way to keep cus- 
tomers satisfied in these days of 
high priced and variable leathers. 


That way is the Nedlin way, al- 
ready adopted by 154 of the leading 
shoe manufacturers, who are now 


showing ‘samples of more than 500 
different spring styles of Ne@lin- 
soled shoes to the retail trade. 


These shoes are bottomed with 
guaranteed NeGdlin Soles, warranted 
to give longer wear than the leather 
soles to which the purchaser is ac- 
customed, and for permanency of 
application as well. 


The buyers of these shoes will be 
thoroughly satisfied with them. 
For guaranteed Ne@Glin Soles are of 
uniform quality, long wearing, easy 
on the feet, and waterproof. 


Guaranteed Nedlin Soles solve a 
perplexing shoe problem for the 
manufacturer, the retailer and the 
customer by their inherent good- 
ness, fair price and unmatched 
service. 


THE GoopyEAR TirE & RuBBER CoMPANY 
Offices Throughout the World 


If you are not thoroughly familiar with the new direct 
guarantee on Nedlin Soles, write for our booklet—“‘Nedlin 
Sole Guarantee and How It Operates.” 


Goodyear Wingfoot Heels are the walking mates of guar- 
anteed Nedlin Soles. They also are guaranteed—to out- 
last all other heels, rubber or-leather. And they’re so 


eS EE SS NR tS ~ espe et ee N 


dependable that only one pair in 352,000 is returned for 
adjustment. 


Neolin Soles 


le Reg. U.S. Pat. off. 
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Never did the general run of outdoor workers demand. 
more service and comfort from their rubber footwear. 









Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 
can buy. 










Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 

more than 
6,000,000 
outdoor 
workers. 
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BOOTS AND SHOES 


Not Much Snow, But Rain Creates 
Demand 


A large section of the country was 
visited by a seven-day storm last week, 


and while but little snow fell, and that . 


in most northerly sections, there was 
created a goodly retail demand for 
rubber footwear in both city and 
country districts, which was reflected 
to a considerable extent to the jobbing 
houses. The coast sections, however, 
where the heavy rains were supple- 
mented by immense tidal waves, found 
a sudden and imperative call for 
rubber boots, and this too was notice- 
able in the orders received at the 
wholesale houses. Meantime, the 
factories cor tinue running to full ticket, 
although the appointmeni of an extra 
holiday in the middle of the week was 
felt in ‘some states a serious inter- 
ruption, in view of the requirements 
of the trade. However, the stormy 
weather of a week ago has shown the 
trade how unprepared many of the 
retailers are for any sudden demand, 
which may come any day from now on 
until the end of the Winter season. It 
is a wise policy for the retailer to have 
on hand enough rubber footwear to 
meet the possible calls of one severe 
storm, and there certainly is little risk 
in so doing, for no Winter thus far has 
proven so devoid of wet weather that 
a moderate call for such footwear has 
not materialized. 


TENNIS LINES 


Demand Continues—Processes Be- 
ing Improved 


There is no let-up in the factories 
making tennis lines, for the orders on 
hand warrant a continuance of present 
production. Nor have the factories 
ceased to receive orders from the job- 
bers and large retailers. Repeat orders 


are not uncommon, which fact serves 
to show that the trade is coming to a 
realizing sense that next Summer will 
show a record demand for these lines. 
As an evidence of the enterprise of 
manufacturers it is noted that more 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


SOO 


and more machinery is being utilized in 
the manufacture of tennis shoes, and 
there is a close co-operation between 
the makers of these shoes and the 
manufacturers of shoe machinery. The 
rubber factories have installed not only 
regular machines such as are used in 
shoe factories, but they are trying out 
special machines specially built to per- 
form operations previously done by 
hand in these factories. That results 
so far have proven advantageous goes 
without saying, and it is with con- 
siderable confidence that we predict a 
still further progress toward machine- 
made footwear in rubber factories in 
the not far distant future. 


HOOD RUBBER COMPANY 


Prices Still High Though Strike 
Discontinued 


Although the longshoremen’s strike 
has been discontinued, it will take some 
time before the vessels now in the harbor 
are unloaded and, in the meantime, 
crude rubber prices continue high, not 
only on account of local scarcity, but 
because of higher quotations in London 
and Singapore. First latex pale crepe 
is held up to 54\%c for spot, while for- 
ward quotations up to January 1 are at 
the same figure. Forward quotations 


for the whole 12 months of 1920 are . 


55c. The demand has not been so 
strong this week and the holiday of 
Tuesday interfered somewhat with the 
transaction of business. 

Para rubber quotations are un- 
changed and the demand continues but 
moderate, while the call for the centrals 
has in no way improved. 

Guayule is scarce, but demand 
would be hardly sufficient to absorb 
receipts were the docking situation 
normal. 

We quote spot prices: 


First latex pale crepe........ 54% 
Smoked sheets.............. .54 
Brown Crepe...... 47 @.48 
Upriver fine para........... . 52 
EN PTC ere 48@. 48% 
Upriver coarse.............. 34@.35 
ere 23% 
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Caucho ball upper.......... 35 


Caucho ball lower........... 31% 
oe ea eer . 23 
Centrals and Mexicans. ..., .33@.34% 


Guayule (20 per cent moisture) 25 @27 
Guayule washed and dried. . 


SCRAP RUBBER 


Demand Light and Prices Slightly 
Lower 


The scrap rubber market is hardly 
as strong as it was a week ago, the 
demand being smaller, re-claimers evi- 
dently having sufficient supply to run 
their factories at present demand for 
their goods. Dealers have reduced their 
offering prices to collectors 4c to %c 
and for the first time in several months 
all of the markets are practically on the 
same level, boot and shoes being quoted 
at $7.75 to $8.00. 

Trimmed arctics are $6.25 to $6.50 and 
untrimmed arctics $5.25 to $5.50, these 
being prices to collectors. The latter 
cannot of course pay within a reasonable 
margin of such quotations for such lots 
as are offered to them by retail shoe 
dealers. 


Bargain Days 
Instituted at R‘ndge-Kalmbach- 
Logie Company 


The Rindge-Kalmbach-Logie Com- 
pany, Grand Rapids, Mich., has in- 
stituted bargain days for occasional 
observance. On these occasions the 
company will have an assortment of 
bargains for the buyers to select from, 
and the expectation is that the buyers 
while bargain buying will not entirely 
neglect the regular line. 


Starting Him Right 


The store manager stopped the new 
boy with the new broom the other day, 
and gave him this bit of advice: 
“Young man, sweep where the dirt is, 
not where the floor is clean. Remem- 
ber this, and it wil) help you a lot when 
you begin to buy and sell shoes.” 


— arene et a eee en Rt nena 











Buyers’ Easy Reference Directory 


*“ hose totally different shoes 


Women’s 


Brogue Oxfords. 


_ IN STOCK 


Stock No. 4559 Pfister & Sead 's Russia 
year Welt, 12-8 inch 


Calf  Brogne, Good 
Mili ne Heavily Perforated. Widths 
Ato D> $7.00 
Stock iy 5555—Same _as above in 
Tints & Nes & Vogel’s Black Calf. 
o 


BLUESTEIN BROS. ° 


173 Summer St., Boston, Mass. 
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Our factory being remodeled we must 
make way for workmen and in order to 
ot daieary 110,000" pais slack 

very ac 
Boudoirs in 36 pair case lots onl 
sizes 3-7, 3-8, 4-8, 8:8 at $1.45 leas 5% 
ten days, for a few weeks onl nly. Send 
in your orders. 


THE BAKER SHOE CO. 
280 River St., Haverhill, Mass. 
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A reputation has been 
made for our American 
Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
mani 


8 
pe it can be done. 
keep quality high. 








720 
‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 
HAVERHILL, MASS. 




















CORDO TAN DYE 


A it dye that changes a faded tan or t colored leather, 
all oz Ud to 2 dom, a oo the popular shade 


CORDO TAN is the result of exhaustive tion and 
absolu we claim for it. 


, and is tely to do 
Send for trial S0c package Vith 10e added fee parcel post— NOW 


Pinte $0.75 Pints $1.50 

=f 

ARISTO PRODUCTS 
602 Myrtle Ave. 


BEADED BUCKLES 
In Stock and To Order 


Variety of Designs or Your 
Own Suggestions. 


Prices $1.65 to $2.50 


Samples on request. 











; BROOKLYN - « «+ «+ NEW YORK 


= We have taken over the business of the New York Shoe Dyeing Co. 
= wRisTO BLACK DYE will dye any leather a permanent jet 


Waverly Shoe Trimming Co. 
a Ave., Brooklyn, N. Y. 

















SE 
N.S. R. A. CONVENTION, BOSTON, 


rar Fire Insurance 


possesses advantages of which you may have 
little idea. If you’re East in January, at the 
N.S. R. A. convention in Boston, look us up 
and have us explain our special mutual 
policy for members and hope-to-be members. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are lly owned. 


1920 


Trade-marks in Foreign 
Countries 


Do you Realize the Im "the. South Sraaseing pene Pasion 
Trade ~ in Cuba, = a American tries 


also in 
Certain F 
San Sate game er maes tp Sie Sut ta 
use by another. This allows 


F rade-marks in such countries. 
The ee hg Speen shee repre sag tir pene 


my mr eed award exclusive trade-mark rights 
t, ive of 


piracy. veluable 





R 
ment, 207 South St., Boston, M 
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A Real Thrift Leather 


le eters Kid will give your customers appearance, 
comfort and service equal to that of genuine glazed 
kid at lower cost. 


And moreover—NOVILLA KID will not scuff. Specify 
“NOVILLA” and make more sales. 


CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN . - - - NEW JERSEY 


































No. 2214 


Select Brown Kid 
League Last 








TRUFIT 
SPATS 

















are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 


Laing, Harrar & 
Chamberlin 
43 North 3rd St. 
Phila. 
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THE NORMAN SHOE 


STYLES FOR MEN 





METROPOLITAN 






Styles built to please the most 
particular men’s trade is what 
you will have before you when 
shown the Norman line of Men’s 
It contains all the 
select leathers and favorite lasts. 
Styles that will interest you 
when you see them. 









Fine Welts. 




















LI ELEN YI RTT N NTL OO RIMM 


Noyes-Norman Shoe Co. 
ST. JOSEPH, MO. 


Chicago Office : 
Room 306 Lees Building 






Select brown kid bal; single 
sole, heavy grain insole, lea 

counter, half rub 
League last. AAtoD, 5-11. 









THE ADVANTAGES OF 




















P erfection 


Circlettes 











With the Sharp Shoulder and Broad Wear- 
ing Surface 


They do protect 





They don’t scratch floors 

They don’t wear slippery They do stop uneven wear 

They do prevent runover heel 

PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2%, 


They don’t drop out 
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It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


with it. 





The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


es Satay, 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the ‘foot only. 


* 
. 
* 
s 
* 
re = Anything added 
: will cramp the 
e 
* 
s 
a 
z 





foot, injure the 
arch and destroy 
the shoe. 





This is common 


sense. 





The shoe is for 
the foot and not 


a store house for 





appliances. 





The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 








It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. 


It is the answer to weak and broken arches. Ask for shoes equipped 


United Shoe Machinery Corporation 


BRANCHES: 
a 298 oe il ac ae era , re pag Gis, N.Y... 0... Pe et) ere 37 Warren 
ton, Mass.......... tre ynn, Vias8...... . 20. roa Philadelphia........ 221 N 
iiaes...- . -00%- 18 South Market © Marlboro, Mass.......... 11 Florence ie ve ‘ a ee ~ 
Cincinnati... ........ 708 Broadway Milwaukee............. 258 Fourth ester, N. Y..........% . 
Haverhill, Mass........... 145 Essex New Cmeme..........216 Chartres St Lowts........5...5. 1423 Olive 
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Have You Ever Seen Another 


Spat Like This ? 


Notice where the back-seam is—just a little off the center. 
That’s to give it a perfect fit when put on. 
it exactly follows the contour of the foot, setting squarely 
over shoe without wrinkling. 


Cut in this way, 


Underhill’s Foot-Fashioned Spats 


Investigate Today 


58 COLDEN ST., NEWARK, 


A sample pair in your window will show you their sales 
value. 


GOOD SELLERS—GOOD PROFITS 


G. F. UNDERHILL & CO. 






NEW JERSEY 







OF SIDE. 
































G. Girls’ 


GOODYEAR WELTS 


NOVILLA KID 
VICI KID 


Showin, 





No. 
No. 
No. 
No. 





260 X— Misses’ 


PATENT LEATHER 





ing 
Patent Leather 
on ENGLISH LAST. 


260X— Women’s 





114-2, 








Little PRINCE and PRINCESS 


Located in the center of the city, convenient to the wholesale 
district in the 5 wT al the shoe center, the most logical shipping 


point in the U.S.A 









Home of the 


24-7, ‘ to er 9-8 Heel, er or Nature’ ~ Last, Lace Oxford — 
280X—Children’s 84-11, C “ E, 2 


“ oe oe 








Showing 
Child’s Novilla 


STITCHDOWNS 


NOVILLA KID 
VICI KID 
PATENT LEATHER 


NATURE’S LAST. 


> tl 




























Kid on 










** Blucher or Lace 


280X—Infants’ 5-8, E, Spr. Heel, Nature’s Last, Blucher Oxford, Stitchdown............... es Sa . 
SPECIALTY MANUFACTURERS OF HIGH GRADE JUVENILE SHOES 





New Catalogue Just Off The Press 


BRAUER BROS. SHOE @. 


14th and Pine Sts. St.Louis Mo. 


. ++ $5.25 
...- $4.00 
. . $3.10 








$2.40 
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The Appetite 
of Trade 


is coaxed with the women’s stylish 
flexible boots and low cuts of our 
manufacture. The receipts of 
dealers are being increased daily 
by their sales, and the confidence 
of a constantly Widening circle of 
customers gained. Your approval 


will follow inspection. 


Allen, Foster, Bridgeo Co. 


Lynn - - Mass. 
Boston Office - 207 Essex St. 
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After You Have Sold the Shoes 


serve your customers—increase your revenue and 
profits by offering PREMIER SPATS. Moder- 
ately L ree to you, you can give your customer the 
styles at. conservative prices. 


PREMIER SPATS are made in kersey and felt, 
in all colors, and heights. Prompt deliveries assured 
on orders received now. Samples upon request. 


PREMIER GAITER CO., Inc. 


129 Grand Avenue 


BROOKLYN, N. Y. |} 



















































































WILL BE 
BIG SELLERS 


VERY woman who has ever suffered the dis- 
comfort of loose shoes will want one or more pairs 

of Trilby Heel Grips. These velveteen-covered pneu- 
matic tubes hold shoes firmly on the feet and eliminate 


annoyance. 


Trilby Heel Grips are easily attached and invisible 
in wear. They are made in brown, black or white and 
retail at 25c the pair. Wide-awake shoe dealers will 
anticipate their customer’s needs and assure good 
profits for themselves oy stocking Trilby Heel Grips 
atonce. Write for details! 


Trilby Heel Grip Mfg. Co. 
85 Fifth Ave., New York 

























position. 








IN CHICAGO 


Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 





There are large, 
well-lighted, dustlesssample 
rooms. 

It is the Home of the 


TERRACE GARDEN 
Chicago's Wender Restaurant 


‘Morrison Totel 


CHICAGO 
Personal Management Harry C. Meir 




























PLACE AN “AJUSTO” BOOT TOP FORM IN EVERY SHOE YOU DISPLAY 


Your windows reflect the character of your merchandise. Always strive to improve 
them. Don’t waste valuable time stuffing your shoe tops with paper, etc., which dis- 
torts their appearance when at a small cost you can make your display shoes look trim 
and graceful. ‘“‘AJUSTO” BOOT TOP FORMS are quickly and easily adjusted. 
No springs to get out of order or screws to adjust. The slide does the trick—it expands 
the form—and gives the shoe top a smooth, graceful appearance and holds it in perfect 


Try this simple, inexpensive way—The cost is small, but results are great. Order 
enough for your windows today. Price $3.00 the dozen, f. o. b. Pittsburg. If your 
jobber cannot supply you, order direct. 

Model No. 2 for A and B widths. Model No. 8 for C and D widths. 


U.S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 
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POLAR-KLOTH 


THE WHITE 2 EXCELLENCE 


OTHING has been left 

‘ undone to make and 
maintain POLAR-CLOTH 
the finest shoe cloth that it 
is possible to produce. 


Distinguished for its Fine 
Face and Even Weave, which 
give it an individual character 
that is reflected in the shoe. 


CELUCRSOEASCGUSELEEEMTALTEAA EARS MEAT LALEE TATE Peed ei 


Thomas, Lake & Whiton, Inc. 
103 Bedford Street, 
(Corner Lincoln) 
Boston, Mass., U. S. A. 














Wf Tie 
ba Sie SMITH S SHOE SHOP 


gO) BBE) pe} O) Sh) REMADE : 
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These men know the value 
of Goodyear Repairing Machinery 


Co peoge rm Welt Shoe Machinery remakes the shoes brought you for repairs. It does 
not cobble — it rebuilds them. People know this. And so they take their shoes to 


the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 
Such shops prosper. It saves you time and money and brings you increased business 
through satisfied customers. 

Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 


BRANCHES: 
30 Euclid Arcade 18 So. Market Street 1423 Olive Street 708 Broadway 37 Warren Street 124 Main Street 
i Johnson City, N. Y. 


Cleveland Chicago St. Louis Cincinnati New York 
93 Centre Street 145 Essex Street 87 Main Street 258 Fourth Street 619 Mission Street 236 No. High Street 
Brockton Haverhill Auburn, Me. Milwaukee San Francisco Columbus, Ohio 
130 Mill Street 221 No. 13th Street 16 No. 2d Street 306 Broad Street 11 Florence Street 216 Chartres Street 
Rochester Philadelphia Harrisburg, Pa. Lynn Marlboro New Orleans 
301 American Casualty Bldg., Reading, Pa. 
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WHITE CASKO 


(CLOSE students of conditions agree that 


a very big white season is to be with us 
next Spring and Summer. 


Our No. 31 White Casko is the finest smooth- 


est and strongest white mercerized cloth produced. 


ee TTI eli eli iiy 





If you see a sample you will be sure to want it used 
in your white shoe orders. 


Tell your manufacturer you want CASKO SHOE 


CLOTHS used in your shoes. Every kind of fabric 
for the outside of a shoe is included in the CASKO line. 








All Staple Colors or to Match Any 


Leather. 


CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 
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New York Chicago Boston St. Louis 
A. J. HAAS J. K. REYNOLDS CO. A. W. BLISS H. C. KORNDOERFER & CO. 


10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 
— H. J. FRALEY Cincinnati 


GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bldg. 
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M-C. McKays: 


HE merchant who buys shoes The merchant who looks to the au- 
= on impressions establishes his _thoritative manufacturer insures his 
business on a problematical future business possibilities; he gets 
basis; for impressions do not assure footwear of assured consumer ac- 


salability. ceptance. 
M-C. McKays for women are made 
in the wanted styles, at a price that 
is right, both for the merchant and his 


customers. The positiveness of M-C. 
authority is a real sales stimulant. 








| 
| 











MITCHELL- CAUNT CO. 


FACTORIES LYNN, MASS. BOSTON OFFICE-T2 LINCOLN ST. 
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A BUSINESS SURVEY 


To Be Taken by Manufacturers— 
Salesmen Concluding Trips 


The salesmen of the St. Louis man- 
ufacturers and wholesalers are beginning 
to wind up their trips and the most of 
the travelers will be out of their terri- 
tories by Thanksgiving. The extremely 
heavy orders which have been taken 
steadily since the opening of the season 
have resulted in the capacity of the fac- 
tories being sold up—at least such ca- 
pacity as the managements regard as safe 
in the light of present leather and labor 
conditions. 

It has, therefore, been regarded as the 
part of wisdom to prevent the factories 
from being oversold and the reaching of 
the capacity of the plants up to the first 
of the year has been taken as the present 
stopping point in order that a survey of 
the situation may be taken before ac- 
cepting any further orders other than 
those which may be sent in volun- 
tarily by retail merchants and even 
these will be carefully scrutinized. 


FILL-IN ORDERS 


Jobbers Report Steady Demand for 
Immediate Shipment 


The salesmen generally have been 
and are reporting good business with 
retail merchants and this in conjunction 
with the well-known situation in pro- 
duction as well as the higher cost of 
materials, is regarded as responsible for 
heavier advance orders than have ever 
before been possible at this point in the 
season. 

Specialty concerns, as well as the 
big in-stock houses, are practically 
sold up, while jobbers report that the 
steady demand for immediate ship- 
ment goods is depleting their stocks 
steadily. 

Mail order call for seasonable members 
is also very good, indicating the retail 
merchants are breaking their lines and 
need to fill-in. 





St Louis 


‘Retail Shoe Merchants Selling 
Many Heavy Shoes 


Local shoe merchants report that bet- 
ter business has been the order of the 
day since the weather became more sea- 
sonable, together with a rather bad spell 
which ushered in the lower temperatures. 


The stouter foot covering is proving 


more necessary and those who were 
making the most of their Summer and 
Fall footwear have been compelled to 
seek the retail stores more freely. 


INCREASING CAPACITY 


Further Plans for Extension to Take 
Care of Growth 


Conditions in the manufacturing end 
of the business are giving occasion for 
still further contemplation of increased 
capacity despite the fact that St. Louis 
plants have been enlarged or new fac- 
tories added as well as new concerns 
organized in considerable numbers 
during the present year. Develop- 
ments in the western shoe trade gener- 
ally have been of the most satisfactory 
character and the planning for the 
future is with the intention of taking 
care of the rapid growth which is show- 
ing no appreciable let-up from that 
which has prevailed ever since the war 
closed. 


FAIR PRICE COMMITTEE 


Local Manufacturers and Mer- 
chants Are Well Represented 


St. Louis shoe men have been liber- 
ally recognized in the organization of 
the government’s fair price committee 
at this point which will fix the prices at 
which certain commodities may be sold. 
The committee has already begun its 
work and the first fair price list was pub- 
lished this week. The shoe men on the 
committee are: James T. Pettus, vice- 
president of the International Shoe 
Company arid immediately connected 
with the Friedman Shelby Branch, and 


Charles E. Williams, president of the 
Williams Shoe Company, and secretary 
of the Associated Shoe Retailers of St. 
Louis. In addition to these the retail 
interests have been recognized in the 
appointment of K. F. Niemoeller, 
manager of the Associated Retailers’ 


_Credit Bureau, and E. L. Howe, vice- 


president of the Scruggs, Vandervoort 
& Barney Dry Goods Co. The head of 
the organization is the circuit attorney 
of St. Louis. 


JACKSON JOHNSON POST 


Is Name of New Branch of American 


Legion 


A new branch of the American Legion 
which has been formed in St. Louis has 
been named after Jackson Johnson, Jr., 
son of the chairman of the board of the 
International Shoe Company, who died 
in England while in the tank service. 
Young Johnson was taken with pneu- 
monia while crossing with his corps and 
lived only a short time after landing in 
England. The new post has an initial 
membership of 60. 


SHOE DEPARTMENT 


Of Nugent’s Store Is Being Re- 
arranged 


The re-arrangement of the shoe de- 
partments in the Nugent department 
store has been completed by Manager 
N. K. Robinson. The women’s section 
on the fourth floor has been provided 
with new seating facilities and a more 
open layout, thus presenting a much 
more attractive appearance. The 
men’s department on the first floor of 
the annex building has also been re- 
arranged to give greater seating capac- 
ity. 

SPECIAL TRAIN 
Will Leave St. Louis for Boston 
1920 Convention 


St. Louis shoe manufacturers are get- 
ting down to the details of planning for 
an exhibit to be had at the convention 











pad To Buy 
Womenis Shoes 2 | 


IN STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 


Paw Po 


ahs. Fi 


Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washingten Avenue, St. Louis, Me. 
IMMEDIATE DELIVERIES 


Patent Leather Hand- 
— Seamless Opera 
i, Covered 














“emeet SHOE CO. 
110-112 Summer St., Boston, Mass. 








The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 


COLLINS & STAPLES 


_ Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Leather and Satin 














Factory,118 Phoenix Row 
Beston Office, 110 Lincoln St. HAVERHILL, MASS. 


WHITES THAT ARE WINNERS 
TANIMAN 











HARTMAN SHOE COMPANY 


HAVERHILL, MASS. 








The Line of 100 Styles 
of Comfort Shoes 


ete. 
Women's Flexible Welts 
and M and Warm 
Lined — Men's Slippers. 
TIMSON BROS., Ine, 











Boston, Mass. 
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of the National Shoe Retailers’ Asso- 
ciation in Boston in January. Harry 
Vinsonhaler is chairman of the com- 
mittee with A. G. White, of the Brown 
Shoe Company, as secretary. It is an- 
ticipated that the display will be ex- 
ceptionally elaborate, surpassing in 
completeness the showing which was 
made at the St. Louis convention last 
January. The manufacturers, local re- 
tailers and members of the State asso- 
ciation are also planning for a special 
irain to Boston at the time of the con- 
vention. 


INCREASING CAPITAL 


Van Kleeck’s New Factory Starts 
Work December 1 


The shoe manufacturing concern of 
Van Kleeck, Inc., recently organized 
with a capital of $25,000, has determined 
to increase the capital to $50,000 before 
starting business and already has the 
amount subscribed. The new factory 
location, 1908 Locust Street, is being put 
in order for operation and will begin 
work about December 1. J. M. Van 
Kleeck, its head, has returned from a 
visit to the East where he prepared for 
operations by purchasing materials and 
otherwise getting ready for opening his 
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factory. The company will manu- 
facture high grade bench made turns 
for women. 


AN ACCIDENT 


Charles E. Friday of Swope Shoe 
Company Injured 


Charles E. Friday, credit manager for 
the Swope Shoe Company, was seriously 
injured last week by being struck by a 
truck which hit him while he was wait- 
ing for a street car. The truck driver 
was arrested for careless driving. Mr. 
Friday is a member of the St. Louis 
Credit Men’s Association and has been 
in charge of the Swope credit depart- 
ment for a number of years. 


GOVERNMENT SHOE STORES 


Many People Are Buying New and 
Repaired Footwear 


Special stores for the sale of govern- 
ment shoes have been opened in St. 
Louis apart from the food stores which 
have been in operation for some time. 
New and renovated shoes are being 
placed on sale ranging in price from $2 
to $3 per pair. They are being heavily 
patronized particularly by those re- 
quiring heavy shoes for work purposes. 


Cleveland 


BIG BUSINESS 


Despite Steel Strikes and Arrival of 
Army Shoe Stocks 


Cleveland is a large manufacturer of 

steel, with thousands of men employed 
in that industry. The city some time 
ago saw several thousand steel em- 
ployes strike and there was fear for a 
time that business would suffer, but the 
contrary result followed. 
‘ Shoe merchants have closed their 
books for the month of October and 
few, if any, were disappointed at the 
figures. The volume for October far 
exceeded the amount for the same 
month a year ago, and pre-war records 
have been left far behind. 

In some of the down-town stores the 
merchants report 30 per cent better 
business than a year ago, and in the 
outlying districts retail shoe mercharits 
have also established new records. 

The figures have been achieved in 
spite of the arrival of large stocks of 
army shoes. Many men may be seen 
on the streets wearing the footgear that 
was purchased by the Government for 
the soldiers, but the market has been 
able to absorb them without hurting 
other lines. 








SHOE REPAIRING 


Big Business Being Done Despite 
New Shoe Sales 


A development that has caused con- 
siderable talk in view of the unprece- 
dented buying of shoes by the consumer 
is the extraordinary business done by 
shoe repairers. 

In the larger repair shops, the pro- 
prietors have been forced to put on 
many additional helpers. In the plant of 
the Cleveland Shoe Repair Company 
25 men have been added within the last 
month and still the company has as 
much as it can do. 

In view of the heavy buying, the 
volume of repair work is regarded as 
something quite extraordinary. 


WHOLESALE TRADE 


Never Have Shelves Been So Low 
in Stock 


Probably never within the history of 
men in Cleveland’s row of wholesale 
shoe merchants have the shelves and 
floors been so low in stocks. 

Harry L. Bowers of the Greber Shoe 
Company and secretary of the Northern 
Ohio Shoe and Leather Club says that 
retail shoe merchants simply will not 





























Nov. 15, 1919 


permit his company to accumulate a 
large supply in their Cleveland house. 

“There is a veritable scramble for 
shoes on the part of retail merchants, 
not only in this city, but in Northern 
Ohio cities,’’ said Mr. Bowers. “Retail 
merchants are fearing a shortage of 
shoes and they are not to be caught un- 
prepared, if they can get their orders 
filled now. 

“Our house is not the only one that is 
enjoying unprecedented trade. Every 
wholesaler here simply has all the busi- 
ness he can take care of, and in spite of 
the prices collections never were so 
good.” 


THANKSGIVING DISPLAYS 


At the Stone Shoe Company and 
the Ames Company 


Merchants now have their displays 
out for the Thanksgiving trade and 
never was there such an exhibit of 
novelties. Retail-shoe merchants take 
the position that any shoe which looks 
attractive and is pretty will sell. 

At the Stone Shoe Company, 312 
Euclid Avenue, women are given a 
chance to fairly revel in boot models. 
Never has the store had such an assort- 
ment and diversity of patterns, accord- 
ing to the manager, Mr. Clarke. Spats 
also are enjoying quite a sale, but they 
are not cutting to any extent the sales 
of boots. 

The Ames Company is featuring 
many models of button boots, and 
fashion here has decreed their popularity 
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by unusual demands, according to the 
store manager. 

An all-black suede with pearl buttons 
has caught the fancy of women, and so 
has a brown kid with field-mouse top, 
pearl buttons and French heels. 


OTHER SHOWINGS 


At Pocock-Woilfram’s and the Bailey 
Company 

Pocock-Wolfram, 520 Euclid Avenue, 
although enjoying a large sale of boots, 
just now are featuring new tailored 
spats, with satisfactory results. The 
spats are shown in all the newest shades 
of all-wool material—invisible buckles 
—pearl buttons and they are being 
advertised extensively. 

Along with the sale on spats, pumps 
and oxfords in patent and dull, as well 
as colored kid, are on display. This 
company has sensed a desire on the part 
of Cleveland women to wear low shoes 
as long as possible, and they are work- 
ing that ‘“‘hunch”’ to the limit. 

The Bailey Company, on Ontario 
Avenue, is featuring a new gray-top 
boot for women and misses and is 
enjoying a heavy sale of them. It is a 
neat, dressy, gunmetal calf vamp and 
buck-top, 9-inch lace pattern. It has 
Goodyear welted soles and military 
heels. Also black vici-kid vamp with 
medium dark-gray kid tops and leather 
Louis heels. It is being featured by this 
company. 

Bailey’s also is pushing black vici 
kid boots made over a pretty style, 
narrow-toed last. 


Detroit 


SHOE ADVERTISING 


Merchants Recently Had 336 Inches 
in One Daily Issue 


Detroit merchants are doing a great 
deal of newspaper advertising, which, 
in a great part, probably accounts for 
the general amount of prosperity among 
them. 

In one issue of the Evening 
News, selected at random, there were 
336 inches of shoe advertising. It is 
possible that Detroit does more shoe 
advertising than any other city in the 
United States. Large spaces appear to 
bring large results. 


PARISIAN CO.’S OPENING 


Shoe Department Managed by Mr. 
Shaffer 


The long-announced opening of the 
Parisian Company, 147, 149 and 151 
Woodward Avenue, took place Novem- 
ber 1. This firm will specialize in 


women’s wearing apparel, footwear for 
women being included. The shoe de- 
partment is opened under the manage- 
ment of Mr. Shaffer, formerly with the 
Rogers, Shaffer Company, who were 
succeeded by Thayer McNeil Company. 


VISITORS IN TOWN 


The Quality Shoe Shop Opens at 
Oxford 


Detroit had a number of out-of-town 
visitors this week. Among these were 
John Benaway, manager of the shoe 
department, Walter’s Department store, 
Clarkson, Mich.; Fred Dibble, A. H. 
Dibble & Son, Plymouth, Mich.; Mrs. 
A. Fukalek, Dearborn, Mich., the trac- 
tor city of the United States. 

R. H. Smith has opened a new store 
under the name of the Quality Shoe 
Shop at Oxford, Mich. Mr. Smith is 
settling down after a two years’ strenu- 
ous life as a submarine chaser. 
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An extra editorial service to “Recorder” 
readers, free for the asking, with authentic 
information on current problems. 








REGARDING DELIVERIES 


Freight Congestion at Terminals 
Causing Difficulties 


Some shoe merchants are still having 
difficulty in securing prompt delivery of 
shipments, owing to the congestion of 
freight at the Detroit terminals. The 
Regional Director of the U.S. Railway 
Administration has threatened a com- 
plete embargo unless the terminals are 
cleared. The Board of Commerce is 
advising with the administration in an 
effort to assist receivers of freight to 
deliver as quickly as possible to relieve 
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the congestion. A partial embargo has 
existed for some time. 


BRANCH OFFICE 
Opened Here by Marion Rubber 
Company 

The Marion Rubber Company, with 
headquarters at Marion, Ind., has 
opened a branch office and warehouse at 
the corner of Wayne and Jefferson Ave- 
nue. This company will handle USCO, 
red and black sole, Bay State, U.S. 
patent process boots and heavy goods 
and Aspley & Hudson brands. The 
local manager is W. A. Siefker. 


Utica NY. 


REGARDING PRICES 


Public Being Educated to the True 
Situation 


Utica, N. Y.—The shoe situation in 
this city is slowly improving in that the 
people are gradually learning that the 
fault of high prices does not lie at the 
door of the manufacturer, jobber or 
retail merchant, but isa result of econom- 
ic causes which have forced prices up 
in every other line as well. Until about 
two weeks ago there had been some feel- 
ing on the part of Uticans that the 
manufacturers were mainly responsible 
for the high prices, but reflection and 
common sense have greatly altered this 
opinion, so that at present there is 
more of a feeling of sympathy for shoe 
men, all the way from manufacturers to 
retailers, than of antagonism. 


REGARDING COLORS 


Footwear— Also in 
Women’s 


In Men’s 


In men’s footwear the cordovans are 
more than holding their own. Black 
shoes are practically a rarity, as are 
also the light-tan shades. The women, 
on the other hand, seem to be buying 
more of the blacks, and less of the grays, 
tans, etc. Spats, particularly the pure 
white, are being worn extensively. 


BETTER GRADES PURCHASED 


Buyers Do Not Care for 
Cheaper Lines 


The tendency to purchase the cheaper 
lines of shoes has been checked, not by 
any effort of the merchants, but because 
the buyers have begun to find out that 
small initial cost does not constitute 
real economy in every case. . After 
those persons who had purchased their 
cheaper shoes had worn them for a few 
weeks the defects became noticeable, 
and the swing of the pendulum is now 
toward the better and more expensive 
grades, even though the first cost makes 
more extensive inroads on the wallet. 


ARMY LAST 


Preferred by Many Men Returning 
from Service 


Many of the men who have been in 
the military service of the United 
States have evidently become enamored 
of the army shoe, for they are buying 
the same last, or as near as they can get 
to it, right along. The big toe room 
appears to appeal to many men who 
have suffered more or less from the 
cramped English style, so called, and it 
looks as though the army shoe would be 
a good seller in this city for some 
time. 


Lynchburg Va. 


THE RETAIL TRADE 


All Customers Prefer Higher Priced 
Shoes 


The average size shoe worn by Lynch- 
burg women is number 5, according to 
leading shoe merchants of the city. In 
Lynchburg the tan or brown laced 
walking boot with average heel is the 








best seller, say the retail merchants. 
Women, and men too, no longer ask the 
number but take the shoes that mean 
comfort and that are plenty long. Few 
cheap shoes, however, are being sold, all 
classes of customers preferring the 
higher priced kind. Two girls’ col- 
leges and one co-educational institution 
located here give shoe merchants a good 
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market for their snappiest styles in 
women’s footwear. 


AT FULL SPEED 


October Record of Shoe Shipments 
17,410 Cases 


The Craddock-Terry Company re- 
cently placed in operation a new five- 
story factory in St. Louis which is re- 
lieving the strain somewhat on its local 
plants. All factories here are running 
at full capacity. 

During October a total of 17,410 
cases of shoes were shipped out of 
Lynchburg, according to figures com- 
piled by the chamber of commerce, and 
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this month, it is expected, a much 
larger quantity will go out. 


SALES AHEAD 


Of Corresponding Period in 1918-- 
Also Collections 

Encouraging reports are being re- 
ceived by local shoe manufacturers 
from their traveling salesmen as to 
general conditions in the retail end of 
the shoe business. While merchants 
are buying conservatively, they are 
doing a good business and paying their 
bills promptly. Collections are much 
better than they were this time last 
year, it is stated, and sales are running 
far ahead of what they were last year. 


Lynn 


EARLY BUYING 


Lynn Manufacturers Have Begun 
Deliveries of Easter, 1920, Shoes 


Some Lynn firms have begun to de- 
liver shoes for next Spring and Summer. 
Such early buying of shoes is a rare 
circumstance. Foresighted buyers are 
taking shoes when they can get them. 
There will be big buying of shoes in the 
Boston market in January, when the 
shoe merchants of the country assemble 
there. Easter Saturday, the big sales 
day of the retail shoe trade, comes April 
3 next year. That is quite early. So 
buyers are getting shoes while the get- 
ting is good. 


STYLE CHANGES FEW 


Lynn Manufacturers Stick to 
Shoes that Sell 


Novelty styles are conspicuous by 
their absence from Lynn sample lines. 
The manufacturers stick to styles that 
sell. They show, for the Spring and 
Summer of 1920, boots and low cuts, 
with vamps not more than four inches 
long, and heels either 20-8 or 14-8. 
Most of the shoes are of black leather. 

And there is this singular thing. If 
an extreme novelty style chances to 
come along, the buyer gives one look at 
it, as if it were a circus freak and then 
asks for something that is sure to sell. 


TO BIG BUYERS 


Ninety Per Cent of Lynn’s Shoes Go 
to Wholesalers and Big Merchants 


It.is figured that more than 90 per 
cent of Lynn’s shoes are now sold to 
wholesalers, and big retail merchants 
whose sales exceed $1,000,000 annually. 

It wasn’t so a while ago. Time was 
when many Lynn shoes were sold to 
retail merchants, large and small. 


Once upon a time there was even popu- 
lar talk of exterminating the whole- 
saler, or middle man. But these days 
the wholesaler is handling more Lynn 
shoes than ever before. 

Some manufacturers prefer to sell 
shoes to wholesalers, because that gives 
them opportunity to make case lots of 
shoes in large volume. 


A SERVICEABLE SHOE 


It Has Good Materials, Good Looks 
and a Good Price 


One Lynn shoe for 1920 has a gun 
metal calf vamp, a black corkscrew 
cloth top, a four-inch vamp and a 13-8 
heel. It has a McKay bottom made in 
a good and workmanlike manner. It is 
a shoe that will meet the requirements 
of those persons who are striving to get 
down the costs of living by the wearing 


of sensible and economical shoes. 


A TIP FOR BUYERS 


A Tanner Telis of Change in Color 
Demand 


A large leather firm says that 80 per 
cent of the leather that its big trucks 
deliver in Lynn is black leather. Last 
Spring, 80 per cent of the leather that 
this firm sold to Lynn manufacturers 
was colored leather. 

Evidently many black shoes are to be 
made by Lynners. 


WHITE BUCK WELTS 


T. J. Kiely & Co. Make Nothing 
Else 


Illustrative of the demand for white 
footwear is the fact that T. J. Kiely & 
Co. are making white buck shoes the 
year round. In former years they 
sandwiched in a few black or colored 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
18 a part of “Recorder” service to 
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shoes, but this year the entire produc- 
tion is made up of white buck shoes. 
Furthermore, the firm has discontinued 
the making of McKay shoes, and now 
makes welt shoes only. 


TIES VS. PUMPS 


One Designer States the Reason for 
His Preference 


“Comparisons may be odious,”’ re- 
marked a Lynn designer, “but I want to 
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say that the tie will prove a better fitting 
shoe than the pump. It won’t bind over 
the instep and start a bunion on the 
ankle, like the pump. No prettier shoe 
is there than the perfect fitting pump. 
This fact I will admit. But it takes a 
perfect foot, as well as a perfect shoe, to 
make a perfect fit. Perfect feet are few 
and far between. So I advise the sale of 
ties, whose eyelets and laces will permit 
the adjustment of the shoe to fit the foot, 
whether perfect or imperfect.” 





Cincinnati 


BRISK TRADING 


Big Sale of Heavy Shoes—Also 
Women’s Pumps 


Brisk trading in all retail shoe circles 
during the past’ week has been the 
result of the cooler weather. Mer- 
chants report the busiest week of the 
Fall season thus far. In addition to 
the heavy sale of high shoes for Winter 
there has been an amazing volume of 
business done in pumps for women. 
Women are still wearing light-weight 
footwear to a great extent in spite 
of the cold weather, and in cases where 
the temperature falls a bit too low for 
the individual a pair of boot tops is 
quite in line with the present vogue. 
In the case of the men the low cut 
winged tip, perforated oxford worn with 
ribbed wool socks is the popular thing 
with the fastidious dresser. 


SHOE FAIR 


Slogan Adopted is ‘‘Art in 
Shoes”’ 


Progress in the preparations for the 


Cincinnati Shoe Fair as reported by 


W. T. Dickerson, chairman, is being 
made at such a rate that every shoe 
traveler who is a member of the Cincin- 
nati Shoe Travelers’ Association is 
assured that all promises he has made to 
his customers while in their territories 
this season will be carried out to the 
letter. The shoe merchants the country 
over may feéel certain that they will 
miss something they owe to themselves 
from a business standpoint if they fail 
to come to Cincinnati next January 8, 9, 
and 10. Mr. Dickerson reports that 
over sixty per cent of the display space 
is already reserved, and that from every 
indication the variety of the displays 
will be so thoroughly representative 
of the entire industry and allied branches 
that the Fair will surpass all other 
shows of similar nature. 

The slogan ‘“‘Art in Shoes” has been 
adopted for the Fair. This in its fullest 
meaning has been developed from the 


manufacture of high-grade artistic 
women’s footwear in Cincinnati by its 
representative shoe manufacturers, who 
have done their part in making this one 
of the leading centers in the industry. 
“Art in Shoes’”’ will be carried out and 
thoroughly demonstrated for every 
visitor at the Fair. 
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Exhibitor 


The Cincinnati manufacturers, the 
members of the Cincinnati Shoe Travel- 
ers’ Association and all other manufact- 
urers who will have a display at the 
Fair extend a cordial invitation to 
every shoe merchant in the country to 
attend the Great Fair. 


MANAGER VOLLER 


Of Mabley & Carew Co. Reports 
Good Business 


Chas. Voller, manager of the Mabley 
& Carew Company shoe departments, 
states that he has cause to express much 
satisfaction over the successful manner 
in which the Dorothy Dodd line has 
been introduced to and accepted by the 
Cincinnati women. He reports a 
splendid business for the first week in 
this line. 

As an adjunct to the women’s shoe 
department Mr. Voller is having in- 
stalled a women’s shoe shining parlor 
set off separately from the main depart. 


ment. 
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He expects to have it in operation 
within a few days. 

Business in the men’s department 
of the Mabley & Carew Company is 
reported as extraordinarily good by 
Manager Voller. 


“DON’T BUY” CAMPAIGN 


Opposed by Local Retail Shoe 
Merchants 

The local retail shoe merchants were 
much interested in the action of the 
Retail Stores’ Association of the Cham- 
ber of Commerce at its meeting of 
November 5. A. E. Burkhardt, presi- 
dent of The Burkardt Bros. Company, 
and vice-president of the National Re- 
tail Clothiers’ Association, having made 
a visit to Washington recently in the 








HEAVY ORDERS 


From Shoe Merchants—More Ad- 
ditions and New Plants Planned 


Orders‘out of stock and for future 
delivery are still coming to Milwaukee 
boot and shoe factories in such large 
numbers that existing capacity is not 
adequate to cover all requirements. 
The extensions which have been made 
during the Summer and Fall and now 
in production are kept occupied to the 
limit. Additions and new plants now 
under way will have all they can do as 
soon as ready. Besides, further en- 
largement is planned, being compelled 
by the urgent demand for goods for 
Spring and Summer. 


FACTORY NEWS 


Of Four Shoe Manufacturers Who 
Are Extending Business 


The Nunn, Bush & Weldon Shoe Co., 
Milwaukee, this week is taking pos- 
session of its new “‘Men’s-Eaze”’ branch 
factory at Fond du Lac, Wisconsin. 
The F. Mayer Boot & Shoe Co. is 
making excellent progress in the con- 
struction of a new branch factory at 
Ludington, Michigan. The V. Schoen- 
ecker Boot & Shoe Co., Milwaukee, is 
rushing work on a material addition 
to its factory at 538-547 Seventh 
Street. The new No. 4 plant of the 
Weyenberg Shoe Mfg. Co., Milwaukee, 
at Portage, Wisconsin, is rapidly 
reaching maximum output. 


QUANTITY PRODUCTION 
Zodrow, Vogel & Murphy Co. 
Incorporates—Capital $10,000 


The new factories established in 
Milwaukee in recent months are getting 


interest of all businesses that supply - 


Milwaukee 
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the public with the necessary wearing 
apparels, and with regard to the 
policies adopted by the Department of 
Justice in coping with the price situa- 
tion, pointed out the destructive ele- 
ments contained in this ‘““Don’t Buy” 
campaign which has been evident 
in some parts of the country. Mr. 
Burkhardt was made chairman of the 
committee of five large retail mer- 
chants of Cincinnati to wait upon the 
editors of the local newspapers, and to 
endeavor to gain their co-operation in 
opposing a “‘Don’t Buy” campaign. 


On a Vacation 


Miss Alice Englehardt of the Potter 
Shoe Company was away from her 
desk a few days last week on a short 
visit to Washington, D. C. 


into quantity production. The Jocelyn 
Shoe Co. at 2218 Clybourn Street 
has completed its sample line which is 
now going before the retail trade. 
The Rohn-Ryan Shoe Co.’s factory at 
414-416 Fourth Street will start regular 
operating schedules by the end of this 
week. The James-Buntrock Shoe Co. 
is making good progress in getting out 
its line of children’s stitch-down shoes 
on natural lasts. 

Announcement is made of the incor- 
poration of the Zodrow, Vogel & Mur- 
phy Co., Milwaukee, with a capital 
stock of $10,000 to manufacture boots, 
shoes, slippers, etc. The organizers are 
Frank Zodrow, Jr., Joseph Vogel and 
George Murphy. 


SHOE MERCHANTS MEET 


Further Plans Presented for Cap- 
turing 1921 National Convention 


In the absence of President A. B., 


Caspari, who is making a trip to 
California with his wife and daughter, 
Otto A. Hensel, first vice-president, 
wielded the gavel over the meeting of 
Thursday night, November 6. Beyond 
the transaction of routine business,” the 
matter of eliminating the competition 
encountered by retail merchants from 
the commissary departments operated 
by large manufacturing concerns for 
their employes was again thoroughly 
discussed. 

Chairman Hensel presented the re- 
quest of the “‘Boot and Shoe Recorder” 
to the shoe dealers of the country that 
suggestions be made by them of ten 
topics of vital importance that may 
properly come before the National 
Convention at Boston in January, and 
was promised early action. 
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ATTENTION, MR. SHOE MERCHANT 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. Simply send us your 
stock. Best stores in coun use our system. 
Colors permanent. NO PAINT. Write usfor 
full information or send ao ae for trial. 
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Where to Buy 


Men’s Shoes 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


FISKE SHOE & LEATHER co. 
717-719 Atlantic A » Bost 











Men’s Welts 


UNBRANDED UNION MADE 
IN STOCK 
DIAMOND SHOE CO. 
Salesroom 
New York, N. Y. 


The Shoe Factory 
Abovethe Mark Brockton 








THE“ TQQUGAS” sHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
1618 St., Bost 

















FOR MEN 


who care to dress 
eae Uc ShlU 


Brockton, Mass. 











TRADE MARK REG 
US PAT OFnice 











Where to Buy 


Men's, Women’s and Children’s Shoes 








SPOT 


Popular Priced and Good Style 
McKAY SHOES for Little People. 
IN STOCK 


Write F. W. HAHN CO., Rochester, N. Y. 

















ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 


Cable “Bershu” 
We Will Handle Your Foreign Business 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 
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Further plans for capturing the 1921 
National Convention for Milwaukee 
also were discussed. Milwaukee’s cam- 
paign for the big meeting year after 
next has taken definite shape and is 
being prosecuted with vigor. . The 
results already obtained indicate that 
when the shoe merchants of America 
gather at Boston in January, there will 
be little question that Milwaukee’s 
earnest request will be granted. No city 
has ever held out such substantial 
inducements as the ‘Quality Market” 
is making and it is not believed that the 
convention can conscientiously accept 
any other invitation than that which 
Milwaukee is giving. 


* RETAIL TRADE 


Indications That High Boot Will 
Be Popular for Spring 


In Milwaukee, shoe merchants report 
themselves as well satisfied with the 
condition of business. Low shoes are 
selling fairly well in the larger down- 
town shops, but in the up-town or 
neighborhood stores the high boot is 
outdistancing the pump and oxford as 
the best seller. For Spring it is felt 
that high boots will be exceedingly 
popular and probably at a premium. 
While merchants could order only low 
shoes for Spring delivery, it is a fact that 
Fall and Winter stocks of high boots 
have been coming in late and the average 
merchant will be well protected for 
Spring demand up to a certain point. 
After that there doubtless will be a 
scramble for the high shoes, it is 
figured by some of the big merchants. 


A BUSINESS CHANGE 


Harvard Shoe Co. Moves to 9 South 
Pinckney Street 


The Harvard Shoe Co. of Madison, 
Wisconsin, has moved to the new 
location at 9 S. Pinckney Street. The 
building it was formerly in is being 
torn down to make way for a new six- 
story building. The Harvard Shoe 
Store is owned and managed by Charles 
Totto, who for many years was with 
Harry Lobdell of Chicago. 


FROM EGYPT 


Orders Received by Local Firm, 
Also from Jugo-Slavia 


Orders have been received in the last 
week or two by the Tomahawk Shoe 
Co., of Tomahawk, Wisconsin, from 
Cairo and Alexandria, Egypt; Con- 
stantinople and Smyrna, Turkey; Tuais, 
Algeria; Beirut, Palestine and Orosdi, 
Arabia. This is only one instance of 
the increasing export demands being 
made upon Wisconsin boot and shoe 
manufacturers. The export agent of 
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the Tomahawk company writes that 
its trade-mark is known among mer- 
chants in European and Asiatic mar- 
kets as a sign of good shoes, and more 
orders are being offered than can 
possibly be filled. Recently the com- 
pany was obliged to caacel an order of 
$50,000 from Jugo-Slavia owing to 
unsettled credit conditions. 


BUYS OUT PALMA 


Davis Shoe Mfg. Co. Extending 
Business 


The Palma Shoe Co., Waupun, 
Wisconsin, which recently announced 
its intention of retiring from the 
manufacturing business, has disposed 
of its machinery, equipment, etc., to 
the Davies Shoe Mfg. Co. of Racine, 
Wisconsin, a rapidly growing concern 
which was established about three 
years ago and has been obliged to make 
regular increases in capacity ever since. 
The transfer of the Palma equipment 
will be made as soon as it has cleaned 
up all its contract work. It is expected 
that the Davies Company will continue 
the Waupun factory as a branch plant, 
concentrating on men’s high-grade 
shoes, and employing a force of about 
100. The Racine factory recently was 
materially enlarged. 


JOB LOTS 


Will Be Handled by Herbst Shoe 
Company 


The Herbst Shoe Co. is the new 
corporate title of the concern formerly 
known as the Herbst Shoe Store, 
Antigo, Wisconsin, which has been 
engaged in the retail trade for many 
years and some time ago opened a 
branch office in Milwaukee to deal in 
wholesale job lots. The headquarters of 
the wholesale house are at 279 East 
Water Street, Milwaukee, in charge of 
Frank G. Herbst, secretary and treas- 
urer. Wallace J. Herbst, president, 
continues as manager of the retail 
store at Antigo. The capital stock of 
the company has been increased from 
$10,000 to $30,000 because of the 
growth of the retail as well as the 
wholesale job-lot business. 


BOX FACTORY 


Progressing—Movement Launched 
by Shoe Manufacturers 


The movement launched some time 
ago by eight to ten of the largest manu- 
facturers of boots and shoes in the 
Milwaukee market to establish their 
own factory to make shipping containers, 
cartons, etc., has reached the poiat 
where ground has been broken for the 
new plant, which will be located at 
Bremen Street and Keefe Avenue. 
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A one-story fireproof building, 100 x 300 
feet, is being erected under the super- 
vision of Herman J. -Esser, architect, 
Camp Building, who has designed most 
of the big factories built for shoe man- 
ufacturers in this district in recent 
years. The new factory will be turning 
out boxes and cartons within sixty days, 
according to present schedules. 


CHANGE OF NAME 


U. S. Shoe Pattern Corporation 
Succeeds Lee Pattern Company 


U. S. Shoe Pattern Corporation has 
taken the place of the Lee Pattern Com- 
pany. J. Lee will, as heretofore, take 
charge of the designing and modeling. 
J. W. Novak, who has had wide experi- 
ence as a pattern maker and foreman, 
will take charge of the pattern making. 


PHOENIX EXPANSION 


Additional Buildings Will Be 
Erected by Hosiery Concern 


The Phoenix Knitting Co., Milwau- 
kee, manufacturer of Phoenix hosiery, 
is so rushed with orders that steps have 
been taken to erect additional buildings. 
The property at Milwaukee and Buffalo 
Streets has been purchased as a site for 
the proposed Plant No. 5, to be 120 x 
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150 feet, seven stories high, similar to 
Plants Nos. 3 and 4, across the street. 
A five-story warehouse at Broadway 
and Buffalo Street also has been 
leased on a long term. The Phoenix 
Company has purchased valuable patent 
rights on a new machine for knitting 
silk hosiery which will enable it to 
greatly increase output and simplify 
production. 


WELFARE WORK 


At Copeland-Ryder Co.’s, Jefferson, 
Wisconsin 

The new idea of welfare work among 
employes which is being adopted by 
Wisconsin manufacturers generally has 
taken root at Jefferson, Wisconsin, 
where the Copeland & Ryder Co., shoe 
manufacturers, and the principal indus- 
try of the community, is going out of its 
way to show its appreciation of the co- 
operation lent by its workers. For the 
past month or more the volume of 
business has been so large that the 
employes have been requested to work 
two hours overtime each evening. Last 
Saturday night the women workers 
were given a theater party, followed by 
a luncheon, and the men were enter- 
tained separately at a luncheon and 
social evening. 


New York City 


SHOES AND THE WEATHER 


Business Comes with a Rush on 
First Cold Day 


The first touch of Winter that has 
struck New York is bringing joy and an 
augmented business to the retail shoe 
merchants. The delayed cold weather 
had caused the shoe men some anxiety, 
and this coupled with the many sales 
being put on by the department stores 
had given business a pessimistic tone. 
Saturday, November 8, was the coldest 
day New York has experienced this 
Fall, and every shoe store in the city 
shared in the larze volume of business 
which hundreds of thousands of shop- 
pers furnished. In view of the fact 
that most of the department stores 
had offered special bargains for the day, 
their business was slightly heavier than 
that enjoyed by the regular shoe shops. 


However, the owners of the latter are . 


not worrying, as they are getting 
about all the business they can handle. 
HIGH SHOES 


Selling Well. Black Kid and 
Patent Leathers Popular 


The colder weather stimulated the 


demand for high shoes. Pumps and 


oxfords are still selling in good quanti- 
ties, but in most stores high shoes are 
now selling better than low models. 
The call for blacks in kid and patent 
leathers is increasing. Black shoes are 
selling better than usual this Fall 
according to the testimony of most 
merchants. Colored shoes, especially 
in taupe and gray, are growing in 
popularity. Among the better-class 
trade buck or suede in colored shoes are 
preferred to the glazed kid. 


SHOE DEPARTMENTS 


At Gimbel Brothers Are Greatly 
Enlarged 

The shoe business at Gimbel’s Broth- 
ers’ big Sixth Avenue department store 
has increased to such an extent that the 
men’s and boys’ department has been 
separated from the women’s and chil- 
dren’s and both sections have been 
greatly enlarged. About twice the space 
occupied by the joint departments in the 
rear of the second floor has been given 
the women’s and children’s department. 
Children’s leggings and other acces- 
sories are now carried in the depart- 
ment. The men’s and boys’ shoes are 
now carried in a separate department on 
the fourth floor in a space between the 
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Where to Buy 


Miscellaneous 








WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch Ly high lace 
boots and shoes. Write 
for ca’ 


REECE SHOE COMPANY 
Columbus, Nebraska 








-« CUDEAWOUDE PREG 


fustrations Exch; 





RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 
Exclusive Distributor 


NEW YORK CHICAGO 








SALES LETTERS 


MULTIGRAPHED-— 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Shoe Store wg es Settees, 
Wed nde ae 
Catolog 
on 
Request 


AR ONKEN C 


— 
21141 W, af Ne neinnati, Obie, U.S. A. 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. — Variety o 
Color Effects. Agents Wan 
WIN-DECO DISPLAY SERVICE 
93 Federal St. Bos 











Where to Buy 


Rubber Footwear 





RUBBER 
FOOTWEAR 


| CAMBRID Gk RUBBER C0 CAMBRIDGE MASS | 
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MEN’S WELTS—IN-STOCK 


AT PRICES FAR BELOW THE PRESENT MARKET 


Men’s First Grade Goodyear Welts Made From Leather Bought 
Before the Heavy Advances and Now Offered at 


$5.85 (BROWN) and $5.40 iii METAL) 


Every pair In-Stock—immediate shipment guaranteed 


These shoes are first grade and from our regular factory run. They are finely 
made of high quality materials and are unbranded. The styles are up-to-date 
in every way and we as established manufacturers will stand behind each and 
every pair. Shipped either in plain cartons or with our label. 





Description of the Four Shoes Listed Below 


Made from a first grade Coco Brown 
or Gun Metal leather finely finished. 
High grade leather facings and trim- 
mings. Good quality lining. Six iron 
grain insoles. Twelve: iron highest 
grade outsoles. Genuine Goodyear 
Welts. High quality one-inch heels | 
with nine iron No. 1 top lifts. Leather 
backstay. These specifications apply 
to all four shoes. 











TERMS 
2% 10 days 
Net 30 days 








No. 642—Coco Brown English Bal., No. 666—Coco Brown Blucher, Fitter 
Popular Last, in stock C to E, Sizes 6 to Last, in stock C to E, Sizes 6 to 11, 
11, Price $5.85 $5.85 














No. 942—Gun Metal English Bal., | No. 966—Gun Metal Blucher, Fitter 
| Last, in stock C to E, Sizes 6 to 11, 





Popular Last, in stock C to E, Sizes 
_« @: ae (Speer re $5.40 














We are experienced manufacturers, willing to stand back of our product, and 
guaranteeing honesty of workmanship. Closest inspection of every shipment is 
When dissatisfaction arises from any cause within our control we cheer- 
fully take steps to protect the interests of our customers. 


Pennington-Crowell Shoe Co. Manchester, N. H. 


MANUFACTURERS 


made. 
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men’s clothing section’ and™the boys’ 
apparel departments, convenient to 
both. Gimbel’s makes a specialty of 
low-priced sales. An offering of wom- 
en’s high shoes in black and tan at $5.75 
a pair last week brought out tremendous 
crowds, showing that price still plays an 
important part in the shopping of a 
large part of the population. 


BROGUE EFFECTS 


In Black Cordovans Are Purchased 
in Goodly Numbers 


In men’s shoes the brogue effects in 
both high and low cuts appear to be 
gaining in popularity. Among the most 
popular brogues are black cordovans. 
A variation of the brogue,.a plain tip 
rounded toe cordovan shoe, in both 
high top and oxford, is meeting with 
great success at Frank Brothers, on 
Fifth Avenue. The high shoes retail at 
$15 a pair and the oxfords at $10.50. 
Most of the high-class shops along Fifth 
Avenue find that sales of brogues are 
about equally divided between blacks 
and browns. Norwegian grain is one 
of the popular leathers for brogues. 


SIXTH AVENUE MERCHANTS 


Organize — Louis P. Frazin Elected 
President 


Louis P. Frazin of the Frazin Shoe 
Store, 22d Street and 6th Avenue, has 
been elected president of the newly 
organized 6th Avenue Merchants’ Asso- 
ciation, composed of apparel, fur and 
retail shoe merchants of lower 6th 
Avenue, which years ago was the main 
shopping district of the city. 

When the old Greenhut store and 
other department stores discontinued 
their business or moved farther uptown, 
many of the smaller merchants in the 
district believed that their businesses 
would suffer. Such was not the case. 
In fact, business has increased since the 
departure of the big stores from the 
section. However, the merchants be- 
lieve that their volume of trade can be 
greatly expanded by a co-operative 
advertising campaign, directed largely 
at the Jersey commuters since ferry and 
tubes have their terminals ir or near the 
section. 

About 40 merchants now belong to 
the association. Among the objects of 
the organization is to investigate com- 
plaints of improper business or adver- 
tising methods among the merchants of 
the district. 


IMPROVED SERVICE 


B. F. Goodrich Rubber Company 
Creates Eastern Sales Organization 
{ The rapidly expanding business en- 
joyed by the B. F. Goodrich Rubber 
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Company for Hi-Press and Straight- 
Line rubbers has made necessary the 
creation of an Eastern selling organiza- 
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IRVING B. WELLS 


tion and the establishment of a large 
service warehouse, which is located 
in Hoboken, N.J. The Goodrich Com- 
pany announces the appointment of 
Irving B. Wells as footwear sales mana- 


























R. J. JONES 


ger for the district, comprising the 
Eastern part of the United States, with 
headquarters at 1780 Broadway, New. 
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York City. Mr. Wells has, for the past 
two years, operated for the company as 
manager of footwear sales for New Eng- 
land and Eastern Canada. He will con- 
tinue in charge of these territories, as 
they will be embraced in the newly 
created Eastern district. 

In consequence of this expansion of 
Mr. Wells’ duties, R. J. Jones, who has 
acted in Boston as assistant to Mr. 
Wells, has been promoted to assistant 
sales manager in New York, and C. L. 
Long, who has for the past two years 
represented the company in Boston 
territory, will succeed Mr. Jones in 
immediate charge of the Boston sales 
office. These changes are made with a 
view of affording the Goodrich cus- 
tomers improved service. 


SPRING ‘ORDERING 


Department Stores Are Late—Shoe 
Stores Made Early Purchases 


Inquiry among several of the depart- 
ment stores reveals the fact that few of 
them have made large purchases of 
Spring shoe stocks, while the regular 
shoe stores appear to have placed early 
and large orders. 


KIDSKINS 


Form an Effective Display at Stern 
Bros. 


Whole finished kidskins helped form 
an effective display of women’s high and 
low shoes at Stern Brothers last week. 
Bronze-colored velvet was used to drape 
low platforms and over these were 
thrown the glazed kidskins in black, 
white, tan, coco, several shades of taupe 
and-fawn, bronzed dark and bronzed 
lightgreen. On these were placed shoes 
made of similar skins. 


MONTHLY CONFERENCE 


Inaugurated by Dr. A. Posner Shoes, 
Inc. 


On Wednesday, October 29, there 
was inaugurated by the firm of Dr. A. 
Posrer Shoes, Inc., a system of monthly 
conferences; the first being preceded by 
a dinner and subsequently held in the 
Gold-Grube restaurant in the shoe 
district. This conference was partici- 
pated in by the entire executive force, 
the sales organization and the heads of 
the office departments and of the factory, 
including the superintendents, foremen, 
etc. ; 

[Business Welfare — Object 


The object of these meetings, in which 
a very excellent precedent was set at the 
first meeting, is for the general discus- 
sion of ways and means for improved dis- 
tribution; improved product; improved 
quality and in fact the welfare of the 
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REG. US PAT OFF 


1 HE name behind the 
merchandise has a 
great deal to do with 


its salability. 
Good will toward a name 


insures quick sales-——saves lost 

motion in proving to customers 
the authority of the maker 
behind the merchandise. 

Well known in every commu- 
nity, no formal introduction is 
ever really necessary for 

QUEEN QUALITY SHOES 








THOMAS G. PLANT CO. 


BOSTON, 
MASS. 


Branches: New York and Chicago 
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business as a whole. Following the 
dinner, which was a most enjoyable 
occasion, the business of the meeting 
was taken up and addresses were made 
by Dr. Posner, J. D. & Herbert Posner 
and Frank Schiffman, sales manager. 

M. Moses, who has been connected 





BOOT AND SHOE RECORDER 


with the house*for a number of years 
in a sales capacity, acted as chairman 
of the conference. This conference 
immediately antedated the opening of 
an intensive consumer. campaign on 
both the shoe and stocking lines of the 
house. 


Boston 


THE RETAIL TRADE 


A Large Volume of Business Trans- 
acted the Past Week 


This week has been an unusually big 
one for the retail trade. Last week the 
slogan of the merchants was “All we 
want is cold weather to have a heavy 
sale on Fall and Winter merchandise.” 
Winter weather arrived on Saturday and 
the results were all for which the mer- 
chants could have wished. 

There is every indication that sales 
will continue in large volume right up to 
Christmas, as there is a marked tend- 
ency this year to purchase practical 
holiday gifts, and shoes come under that 
heading. 


ALL RECORDS BROKEN 


Last Saturday, Especially on Wom- 
en’s Lines 


Last Saturday broke all records, espe- 
cially for women’s shoes. The fair sex 
was out en force, thronging the retail 
shoe and department stores—in fact, 
the crowd resembled a Christmas rush 
in the shopping section of Washington 
and Tremont Streets. 

One department store which makes a 
feature of specialized prices came within 
a few dollars of the $50,000 mark. There 
is a big demand for popular-priced 
footwear. 


AT R. H. WHITE COMPANY’S 


Shoe Department Reports Many 
Sales of Black Dye 


The assistant manager of the depart- 
ment, Rodney L. Upton, reports that 
there is a marked tendency in women’s 
purchases for a heavy low shoe, to be 
worn with woolen hose. Mr. Upton 
reported large sales on black and brown 
low shoes; also the sale of much black 
dye which people are buying as an econ- 
omy to dye their tan shoes black. “‘Until 
the strike of the shoe repairers,” said 
Mr. Upton, “‘there were orders for a 
large amount of repair work. In com- 
pany with all other merchants, we are 
now very much handicapped on account 
of the present strike situation. Our 
men’s lines are selling well, also our 
children’s scho- ‘footwear.” 


AT REGAL SHOE COMPANY 


The Men’s Wardrobe Collection 
Was Featured 


The Regal Shoe Company is showing 
up an attractive line of men’s shoes, 
called the ““Wardrobe” collection. This 
line is advertised in the newspapers. 
They are also advertising their men’s 
spats; their ‘Crispin’? model in genuine 
Russia calf is priced at $12.50, and their 
“Crest” line in black calfskin at $11.50. 

In their women’s line, the ‘“Mineola”’ 
in dark russet leather at $11.50, for 
women, was featured and made the 
subject of newspaper advertising. This 
““Mineola” style is on a mannish last 
with a 134-inch Cuban heel and carries 
a cap toe, finely perforated with invisible 
eyelets and flexible soles. Brown spats 
for women were prominently featured, 
also a collection of Christmas novelties 
in black and lavender quilted satin 
comfies for women. An attractive show- 
case displayed these goods on one tier, 
while on the upper tier were displayed 
brown and black suede oxfords and a 
black patent leather pump. 


AT HOVEY’S 


Women’s Shoes Displayed Amid 
Attractive Gowns 


A beautiful display of Dorothy Dodd 
shoes was made at C. F. Hovey Com- 
pany’s shoe department. A window 
which adjoined that in which women’s 
costumes were displayed was devoted to 
rich- effects in yellows and _ browns, 
featuring the Dorothy Dodd models. 

There were high shoes in black suede, 
in black patent leather vamps and light 
gray kid top and in the brown combina- 
tions. An attractive gray glazed kid 
shoe was shown, also‘a black kid colo- 
nial, with a leather and gold buckle. A 
gray suede shoe was effectively dis- 
played near a contrasting gown. 


AT FILENE’S 


Big Demand for Satin Slippers of 
Best Sort 


At the shoe department of Wm. 
Filene’s Sons Company, Manager Dono- 
van of the shoe department said that 
the “Lucille” model with the high tongue 
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in black and brown kid, also in calf, was 
a good seller, as well as the patent 
leather pump with the Louis heel; and 
that there was also a tremendous de- 
mand for the satin slipper of the best 
sort. 

“Buckles are going strongly,” said 
Mr. Donovan. 


WILLSON’S SHOE SHOP 


Saturday’s Sales Double Those of 
Last Year 


At Willson’s Shoe Shop, children’s 
comfies are prominently featured and 
are selling well. Saturday’s sales were 
twice as large as those for the corre- 
sponding day of 1918. Women’s shoes 
are selling especially well. 


LITTLE FOLKS’ SHOES 


Children’s Comfies Prominently 
Displayed 

Shoes for the little folks were attrac- 
tively arranged at the various shoe and 
department stores. There is such a 
wide variation in children’s styles that 
the grouping of colors and patterns are 
most effective. The children’s comfies 
were prominently displayed. 


“INDUSTRIAL DEMOCRACY”’ 


Employes of the Shepard Stores to 
Take Part in Management 


The workers of the Shepard stores are 
to have a part in the management of the 
establishment. A ‘House of Represen- 
tatives’”’ has been chosen from the 
operating force and a chief executive and 
cabinet, comprising the president and 
directors of the store, will direct its 
affairs. 

John Shepard, Jr., president of the 
company, has written an open letter to 
his employes in which he emphasizes 
co-operation and his earnest wish to put 
the store in the foreground, not only 
in its relations with the public but in its 
work for the store’s improvement and 


for the advancement and happiness of ' 


every person employed by the store. 


INTERNATIONAL TRADE 


Conditions Discussed by Everit B. 
Terhune at Peabody 

International trade conditions were 
discussed last Saturday evening, No- 
vember 8, by Everit B. Terhune, treas- 
urer and general manager of the ‘Boot 
and Shoe Recorder,’’ at the meeting of 
the Peabody Club, an organization 
made up largely of leather manufac- 
turers of Peabody. 

Mr. Terhune spoke of the splendid 
future for international trade, and the 
exchange of .commodities among na- 
tions who are upbuilding the world’s 
civilization. 
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Style Leadership in 
Women’s Shoes 


The graceful lines, the high arch 
and long, slender forepart, will make 
a sure appeal to the good taste of 
your women customers. Refinement 
of finish imparts a charm which is 


establishing Regal as a style leader 
in the world of women’s footwear. 








Sample Displays 


Boston New York 
268 Summer Street 1369 Broadway 


Regal Shoe Company 


Boston, Mass. 
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“Fifth Avenue’ 
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Made of 


BLACK KID 


Fashion's 


Favorite 


Leather 


STYLE NO. 321 
LAST NO. 113 


BLACK KID OXFORD 13-8 HEEL, 
MEDIUM LONG VAMP, WELT :: :: 


STYLE NO. 320 
LAST NO. 112 


A BLACK KID, GOODYEAR WELT OX- 
FORD THAT HAS THE GRACEFUL 
LINES OF A WELL MADE SHOE :: 
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“The United States,” said Mr. Ter- 
hune, ‘“‘must take the leading part in 
this development of world’s trade. The 
beginning is to extend credit to nations 
worthy of credit. Then come the follow- 
up methods, the sending of salesmen and 
samples abroad, the securing of orders 
and the delivery of merchandise of a 
character that brings rapid orders.” 


THE WHOLESALE TRADE 


Prices to Retail Trade Have Not 
Reached Peak 


The last two weeks have been some- 
what quiet, but previous to that a tre- 
mendous volume of business was trans- 
acted. Several large wholesalers report 
“sold up for Spring.”’ 

On the opinion of a well-informed 
wholesaler, it is a question whether the 
popular-priced retail store is going to 
be able to handle its misses’ and chil- 
dren’s welt shoes another season at $10 
to the retail trade, which will be about 
the average price that January figures 
seem to warrant. 

‘The retail trade,” said this merchant, 
“has not yet paid the January price on 
any lines of footwear. The wholesaler 
has already paid this advance. Whole- 
salers at the present time are paying the 
factories higher prices than those which 
they are now asking from the retailer 
for the same shoe.” 


PARIS VISITORS 


Louis and Andre DuBois Call at the 
**Recorder’’ Office . 


Louis DuBois, 47, Rue des Petites- 
Ecuries, Paris, who is sole buyer for the 
Barnet Leather Company for France 
as well as Hilliard & Merrill and the 
S. L. Agoos Tanning Company, ac- 
companied by his son, Andre DuBois, 
called recently at the ‘“‘Recorder’’ office. 

Louis Dubois, besides representing 
these concerns, is also in the hide and 
skin business on his own account. 

After leaving Boston he made a tour 
of Philadelphia, Chicago and Little 
Falls, returning to New York City 
where he has secured quarters at the 
Manhattan Hotel, prior to his departure 
for Paris, which will be made on either 
November 20 or 27. 


FOR OVERSEA PORTS 


Eight New Lines of Vessels Have 
Been Installed 


The Commission of Foreign and 
Domestic Commerce have announced 
that at the present time eight new 
steamship services from Boston to 
overseas ports were being installed, 


with four of the proposed lines actually 


having. vessels-on-berth, - , . 


Four additional lines are ready to 
start sailings when the. offerings of 
cargo warrant. Two lines are figuring 
on possible service to the Pacific Coast. 

The commission is making an analy- 
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sis of sources of export freight in New 
England and throughout the Middle 
West, with the view of developing the 
output traffic movement through the 
port of Boston. 


- Brockton 


LARGE ORDER FROM CHAIN 
STORES 


Concern Receives Extensive Busi- 
ness from This Source 


Daily receipts of large orders for 
shoes are features of the Brockton shoe 
manufacturing business. Many of 
these come unsolicited and call for high- 
grade lines at corresponding prices. 
Among these large orders is one which 
came to a local house, from a concern 
operating a chain of retail shoe stores 
throughout the United States. It 
amounted to $250,000 and goods were 
wanted for delivery during the next 
three months. This illustrates the 
condition of Brockton factories at the 
present time with orders being booked 
ahead, and immediate business so great 
as to test the capacity of every plant in 
Brockton. It is a practical certainty 
that this condition will continue in- 
definitely and that prices will be higher 
next season. 


TO INCREASE CAPITALIZATION 


Concern in Nearby Town Will Issue 
Preferred Stock 


E. T. Wright & Co., Iac., whose fac- 
tory is ia the nearby tow. of Rockland, 
will increase its capitalization to $985,- 
000. The plan is to issue first preferred 
7 per cent stock to the amount of $346,- 
500. With this issue there will be a 
total in preferred stock of $600,000, and 
in common stock of $385,000. 

E. T. Wright & Co., who for many 
years have been identified with the pro- 
duction of ‘Just Wright” shoes, are pro- 
ducing 3,500 pairs daily at their fac- 
tory in Rockland. It is desired to in- 
crease the output to at least 5,000 pairs 
a day. This will be accomplished 
through an addition to the factory 
which is now under coastruction, and 
the issuing of added stock to meet the 
demands of this rapidly growing. busi- 
ness. 


VETERAN SALESMAN PASSES 
‘ AWAY 


Representative of Brockton Concern 
Dies in Western City 


Maay readers of the “‘Recorder’”’ who 
knew and highly esteemed Harry M. 
Hamilton will learn with regret of 
his recent death on November 5 at 


-Mt. Clemens, - Mich.;-after a brief ~~ 


illness. Mr. Hamilton for several 
years had represented The Dalton Co., 
Inc., of this city, covering Southern 
cities. He had planned to make his 
usual trip this season and, in fact, had 
started for his territory. Takea ill, he 
was obliged to go to Mt. Clemens, 
where he died. 

Harry Hamilton, as he was familiarly 
known, was ‘one of the most popular 
Southern shoe travelers. For many 
years he was a traveling salesman for 
Lilly-Brackett Company, former shoe 
manufacturers of this city. Later he 
joined the traveling force of Thompson 
Bros. of this city, with whom he re- 
mained for many years. His fatest 
affiliation has been with The Dalton 
Company, Inc., with which he con- 
tinued his successes of previous years. 
With the three firms mentioned Mr. 
Hamilton had been connected for a 
period covering 35 years. Of a happy 
disposition and exceptional sales ability, 
he made a reputation for.himself as a 
successful shoe salesman. His passing 
away will be regretted by hundreds of 
his friends among merchants, traveling 
men and manufacturers. 


ADDITIONAL FACTORY 


Local Manufacturing Concern 
to Increase Product 


The Brockton Shoe Manufacturing 
Company, the officers of which are 
George M. Tougas and E. F. O'Neill, 
of this city, has leased additional factory 
space to the extent of 12,000 square feet. 
The addition is now equipped with 
machinery. The output of the factory 
is 100 dozen pairs of men’s welt shoes 
daily. This concern has _ recently 
increased its capital from $50,000 to 
$100,000. 


MOCCASIN MAKING 


Line of Shoe Production In- 
creasing in This City 


Among the ramifications of the 
Brockton shoe manufacturing business 
is the production of moccasins. This 
branch of the industry is one which has 
grown considerably during the past 
few years. As a comfort shoe, the 
moccasin (being made of soft leather) 
is well adapted for’ house purposes. 
It is also growing in favor for hunting 
and out-door sport usey- through the 
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FATHER ARMORTRED 


Here’s FATHER Armortred, the big, hale, husky head of 
the Armortred family. 


He can do more kinds of hard work and show the least signs 


of it, of anybody we know. 


Of course eventually he will wear out but it’s sure to be at 


a ripe old age. 


ARMORTRED is the toughest, strongest, most serviceable 
ofjall rubber heels. Buy it for its long wear —your men’s 


trade will be sure to appreciate that. 


QUABAUG RUBBER CO. 


North Brookfield, Mass. 


Suggestion : 
Put this advertisement 


in your display window 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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People generally have come to understand 
that goods on which the manufacturer has 
placed his brand are the safest to buy. 


They reason, and rightly, that in branding 
his product the manufacturer must be not 
only sure it’s right—he must continue fo 
heep it right. 


To allow his product to deteriorate in 
quality or to lag behind in appearance or 
style amounts to committing business 
suicide. 


We repeat—the public appreciate this. 


Hence, public confidence in his product, 


hard won and jealously maintained by the 
manufacturer, becomes his strongest busi- 
ness asset. 


The retail merchant who acquires the 
agency for such a product receives the full 
benefit of this powerful factor—confidence 
—with none of the preliminary year-by- 
year effort of the manufacturer. Public 
trust in the merchandise is his to begin 
with—and he knows it will be maintained 
by -the manufacturer who cannot do 
otherwise if he intends to stay in busi- 
ness. 


To no American merchandise does this 
apply more exactly than to Dorothy Dodd 
Shoes. 


DOROTHY DODD SHOE CO. 
BOS TON,MASS. 


Branches 
NEW YORK: CHICAGO 
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waterproof qualities of the stock and 
improved methods of manufacture. 
One of the leading Brockton houses in 
this line is the Mohawk Moccasin 
Company, which has been for several 
years engaged in the production of 
these goods and has enlarged its output 
during that time. This concern has 
gotten out an illustrated catalog which 
gives much useful information regarding 
the possibiliities of moccasins from the 
retail merchant’s point of view. 


WILL BUILD SHOE FACTORY 
Concern Has Purchased Land on 
Main Street and Will Erect 
Large Plant 

The Puritan Shoe Company, one of 
Brockton’s newer shoe manufacturing 


concerns, has purchased land on North 
Main Street as the site of a shoe factory 
to be erected in the Spring. The build- 
ing is to be five stories in height and will 
cost about $70,000. The Puritan Shoe 
Company, beginning business last Jan- 
uary, has made a steady growth in its 
location in the old White .Factory on 
Main Street. During that period it 
has several times enlarged its floor 
space and is now making about. 80 
dozen pairs daily. The President and 
General Manager is Constantine 
Condikey. Others interested in the 
business are Charles M. Counelis, 
Oscar F. Emery, Charles G. Fields, 
W. J. Papouleas, Nicholas Pappas, 
Thomas Ambadjus, and _ William 
Terzis. 


Haverhill 


ADDITION TO FACTORY 


New Part of Local Plant 
Is Now Well Under Way 


Collins & Staples, manufacturers of 
women’s turn shoes, with factory on 
Phoenix Row, will soon have available 
a substantial addition to their plant. 
The new part, which is now under 
construction, includes 65 feet on each 
of the two floors occupied by this 
concern. When the addition is ready 
for occupancy the plant will have a 
capacity of nearly 1,000 pairs daily. 


OPEN BOSTON OFFICE 


Manufacturing Concern Now Has 
Sample Room in That City 


Welch, Moss & Feehan Company 
have opened a Boston sample room at 
183 Essex Street, Room 406, where a 
complete line of the women’s fine 
welts made by this concern is shown 
to the visiting trade, with Vernon H. 
Moss of the firm in charge. 


CLOSED ON ARMISTICE DAY 


Factories Suspend Production in 
Recognition of Holiday 


The proclamation of Governor Cool- 
idge of Massachusetts, making Novem- 
ber 11, Armistice Day, a legal holiday 
in this State, necessitated the shutting 
down of Haverhill shoe manufacturing 
and kindred plants for that day. With 
the need of production so great as at 
present each day’s loss is a handicap as 
regards getting out shoes. It is im- 
possible for union factories to operate 
in this city on a legal holiday and 
manufacturers were compelled to act 
accordingly. 


OBJECT TO TIME CLOCKS 


Union Employes Are Opposed to 
Registering at Factories 


The Shoe Workers’ Protective Union 
of this city has announced, through its 
agent, that their membership is opposed 
to the introduction of time clocks in 
the factories where they are employed. 
The common custom of punching time 
when beginning and finishing work 
doesn’t meet with the approval of 
the Union. Its counsel has instructed 
the agent to notify the members to 
refuse to use the time clocks. They say 
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it isn’t a question of whether or not 
their wages will be affected by, refusal to 
comply with the plan, but that as a 
matter of principle the shoe workers 
are opposed to it. 


TO OPEN FOREIGN OFFICES 


Concern to Operate Branches 
Abroad for Export 


The London Shoe and _ Leather 
Company of this city is to open offices 
in Greece, Turkey, Bulgaria and Rou- 
mania for importing and exporting 
shoes, leather and machinery. James 
Kostas of this concern sailed for 
Europe last week to make the necessary 
arrangements. Mr. Kostas has been 
engaged in the leather business in this 
city for several years. In the near 
future he will establish a shoe factory 
here to cater to export trade. 


PURCHASED A FACTORY 
BUILDING 


Shoe and Leather Company Will 
Occupy Plant on River Street 


The Enterprise Shoe and Leather 
Company, represented by Louis B. 
Bloomfield, and J. W. Price & Co., 
represented by J. W. Price, have 
bought a three-story wooden building 
on River Street which the Enterprise 
Shoe and Leather Company will occupy 
about December 1. A storehouse will 
be built adjoining the property for 
housing supplies of leather for the 
Bloomfield and Price concerns. 


Chicago 


BUSINESS BETTER 


In the Loop Stores, as Well as Out- 
lying Sections 


There was a decided improvement in 
last week’s trade among Chicago shoe 
stores, due to the noticeable change in 
the weather. Sales were on a par with 
what the merchants expected for this 
time of the year. The loop stores as 
well as the outlying sections report 
fairly satisfactory trade. 


BLACK IS POPULAR 


In Women’s Shoes—Also Brown 
Calf Boots 


Among the stores selling women’s 
shoes, black still continues to be in 
popular favor. Quite a demand was 
had for women’s black combination 
boots, such as black patent vamps with 
mat kid tops, black patent vamps 
with black suede uppers, patent vamps 


with black cloth uppers. All-klack kid 
boots and brown kid with Louis heels 
were selling in large volume. Only 
a small percentage of these were buttons, 
the demand for lace being far in excess. 


WHOLESALE DISTRICT 


Activity Is Slightly Diminished, but 
Business Is Good 


The pilgrimage of Western and Cen- 
tral West merchants into the Chicago 
market had a subdued effect last week. 
The number of buyers visiting the mar- 
ket to purchase stock was considerably 
less than in many previous weeks. The 
wholesalers for the past few months 
have enjoyed literally a deluge of out-of- 
town merchants who have been coming 
into Chicago, and while visitors last 
week were not nearly as great as in 
previous weeks, yet the total number 
was far beyond that of the same period 
last year. 














116 BOOT AND SHOE RECORDER Nov. 15, 1919 
SU)UVNNNNNQQ0Q00000CUUUAUUANOQGGEUEEEEEUOUAUAGOCONOGOOOOOOUOETUGUOUOOOGOOOOGONEREOOOOGOOOOOGOQONOONUOREEUOOUOGOOONEOOOEUUUUUUOGGOOOOGGGAOOEUOUUOOOOOA ANAL 


‘‘AUGUSTA”’ 


(Augusta Made Shoes—Unbranded Line) 
10 


orviies 30,000 Pairs for P rompt Delivery STYLES 


Style 1909 
Price $6.50 


This is only one of the “BIG 10.”” The most dependable line of this grade 
shoe that can be offered the trade. Many thousand pairs of this line have 
been sold. About 30,000 pairs due on the floor in next few weeks. 


Early anticipation of big sales enables us to sell these at a considerable 
lower price than present market. 


Buy now before price advance which will apply to new supply after these 
are sold. 


The BIG TEN 


1905—Gun Metal Blucher, 9-8 -Inch Heel, Ace Last 
1906—Cherry Blucher, 9-8-Inch Heel, Ace Last 
1907—Black Vici Kid Bal., Crest Last 

1908—Black Vici Kid Blucher, Scout Last................ 
1909—Cherry Red, English Bal., Winston Last. .......... 


1900—Gun Metal, English Bal.. Ashmont Last........... $5.75 
1901—Cherry, English Bal., Ashmont Last.... ........... 6.50 
1902—Cherry, English Bal., Winston Last................ 6.50 
1903—Gun Metal Foxed Blucher, Echo Last............. 6.00 
1904—Cherry Blucher, Echo Last 


“‘ The Sterling Shoemakers of New England” 


CHARLES A. EATON COMPANY 
BROCKTON, MASS. 
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‘BEST SEASON EVER’’ 


‘rites Adam Metzger with Hunt- 
ington Line 


Adam Metzger, who sells shoes for 
the Huntington Shoe and Leather Com- 
pany, writes the “‘Recorder’’: 

“IT have been on the road for 25 years, 
the last 8 years with the Huntington 
Shoe and Leather Company, Hunting- 
ion, Indiana, covering the States of 





























ADAM METZGER 


New York, New Jersey and a portion 
of Pennsylvania. I have just closed the 
best season ever and trade conditions 
are unparalleled in the history of this 
region.” 


PRESIDENT APPOINTS COM- 


MITTEES 


For Annual Banquet of Traveling 
Men’s Association 


At a business meeting and smoker of 
the Pennsylvania Shoe Travelers’ As- 
sociation, held October 31 at Hotel 
Henry, Pittsburgh, Pa., President John 


Travelin: Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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J. Whalen of the association, appointed 
the following committee to make all 
plans for a semi-annual banquet, April 
10, 1920: Albert Doyle, William F. 
Dancer, Charles Brandman, Charles 
Auer, John J. Gillis, Ralph Clark, 
George E. Hanley, C. F. Pitts, Thomas 
Mullens and Chester L. Taber. 


THROUGH THE SOUTH 


Arnett Travels for J. P. Smith Shoe 
Company 

P. W. Arnett travels through the 

South for the J. P. Smith Shoe Com- 

pany. Mr. Arnett writes the ‘“Record- 


P. W. ARNETT 


er” he is about through selling his 
allotment of shoes in the Carolinas, 
Virginia and Florida, and reports that 
everyone is eager to buy fine shoes. 


A SUCCESSFUL SEASON 


Charles Auer Back Home After 
Successful Trip 
Chas. Auer, Eastern representative of 
P. Sullivan & Company, returned to the 
factory this week after one of the 
shortest and most successful seasons 
since he has been on the road. Mr. 
Auer is now spending his time onthe 
preparations for the National Shoe 
Travelers’ Association convention to be 
held at Gibson Hotel next January 4, 5, 6. 
He is chairman of the entertainment 
committee and guarantees elaborate 
entertainment for everybody. 
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“CONDITIONS BETTER” 


D. F. Doyle Travels for Rich Shoe 
Company 


D. F. Doyle, representing the Rich 
Shoe Company, Milwaukee, Wisconsin, 
writes as follows: 

“T have been on the road four years 
and find conditions today much better 
than four years ago. Prices are higher, 
but merchants are buying freely, due to 
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the fact that shoes today are leaders in 
women’s wearing apparel; and factories 
are putting forth every effort to make 
them more attractive. This I attribute 
to the increase in the sale of shoes over 
a period of some years ago. 

“T consider the ‘Recorder’ beneficial 
to every retail shoe merchant.” 


LIVE-WIRES 


Long, Stein, Crozier and 
Light 


The Samuels Shoe Company, St. Louis, 
which specializes in misses’ and children’s 


Messrs. 
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Facts About Success 


Success is always interesting — 
but the reasons for it more so 


Read what Green & Rice, Proprietors of the Boston Store, Pontiac, Michigan, 


write us about their steadily growing success. 


“We are now working on plans to double our present department and 
want you to know that the RED CROSS Shoe is responsible for the 
expansion of our business. ‘The remarkable growth of our shoe depart- 
ment is due in a large measure to the excellent fit and comfort qualities 
of the RED CROSS Shoe backed by its advertising. It is this line more 
than any other that has made a larger department necessary and we look 
forward to a big RED CROSS Shoe business in our new department.” 


This is what concentration on a fast selling line like the RED CROSS Shoe is doing 
for them.—It will do the same for you—no matter in what size town you are 
located. Concentration on the proper line aided by the same amount of energy 
and mental effort that you put into your business—will increase your sales—will 
show you an increased turnover—and larger net profit on a relatively smaller 


investment. 


No magic about it 
—the reason is plain 


The RED CROSS Shoe is the most salable shoe in America today. Due to years 
of consistent advertising it has greater prestige than any other woman’s shoe. 
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The women throughout the: country recognize the RED CROSS Shoe as the 
standard of value at the price. 













The RED CROSS line of shoes is so complete in style and price range, that from | 
this one line alone a merchant can fill any reasonable demand for this grade of i] 





footwear. 


Ask yourself these questions— 





Am I not carrying too many lines that slow up the turnover of my stock? Are the 
sizes in my stock constantly broken? Are my efforts scattered instead of con- 
centrated? Do the people think of my store as a place to buy shoes of a known 
value? This concentration policy is not a theory but a fact based on actual ex- 






periences. 








Write or wire us and we will have a representative call and show you concretely 
what our proposition offers you in your town. This will obligate you not inthe | ii 






least. 


THE KROHN-FECHHEIMER COMPANY 
747 Dandridge Street, Cincinnati, Ohio 





GING ACNE 
SHOE FAIR 


JANUARY 


SIOIO 1920 
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BUSINESS IS GOOD! 


You as retailers have SOLD MORE PAIRS 
of boots this season THAN YOU ANTICIPATED, 


which is very gratifying. 


LOW-CUTS have had the GREATER CALL in 
the orders placed by you for SPRING for the 
past three months. This is AS IT SHOULD BE, 


for it will CONSERVE LEATHER, moreover, 
to THE WOMAN who BUYS SHOES for NEXT 
SUMMER, it is a ''PRICE CONSIDERATION.'' 


It is ALSO a ''PRICE CONSIDERATION'' 
FOR YOU, when you buy WOMEN'S SHOES 
made by PLANT BROS. & CO., for THESE are 
ALWAYS WITHIN THE ''PRICE LIMIT'', yet 
VIEWED FROM EVERY ANGLE, THEY SATISFY. 
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footwear exclusively, has added several 
new salesmen to its staff. Hal Long 
will cover Alabama and Georgia for the 
company; Mel Stein, Mississippi and 
Louisiana; George Crozier, Missouri 
and Kansas, and Jerome Light, Ohio 
Michigan and Indiana. The company 
is also giving some consideration to 
entering the manufacturing game. 


IOWA NATIONAL 


‘ssociation Wants 1921 Convention 
at Des Moines 


(By J. E. Wm. Prescott, Secretary) 


“The Iowa National Shoe Travelers’ 
\ssociation held its regular monthly 
meeting, which is the first Saturday of 
each month, November 1, at the Hotel 
Fort Des Moines. The Iowa National 
Shoe Travelers’ Association’s hat is in 
the ring for the 1921 Convention. Des 
Moines desires the honor of entertaining 
the National Convention. Des Moines 
recently added two new hotels with over 
700 rooms, is centrally located in the 
West, and is a railway center, giving us 
wonderful facilities to take care of this 
convention. We have the support of 
the retailers of Des Moines, of the 
hotels, and every member of our organi- 
zation is ready to put his shoulder to the 
wheel, to do his utmost, to make this 
convention a success, which will be a 
credit to the members of the associa- 
tion, and to Iowa. 


Invited Guests 


‘‘At our meeting we had the honor and 
pleasure of having with us our former 
president, Thomas Nixon of Cedar 
Rapids, Iowa, who gave a very interest- 
ing talk on the benefits of being a mem- 
ber of the National Shoe Travelers’ 
Association. Mr. Nixon’s son, of Min- 
neapolis, and L. M. Chapsky and 
“On Hand’ Daly of Chicago were 
present. The toastmaster called on 
Mr. Daly for a speech, knowing his 
qualifications. W. M. Hootkins was 
also present, and told us a number of 
things about the doings of the Chicago 
Association. R. C. Duffy, representa- 
tive of the Vinsonhaler Shoe Company, 
was also present. 

“‘We added three new members: J. A. 
Johnson, Headquarters Hotel, Fort Des 
Moines, Ia., proposed by Merwin Sim- 
mons; M. M. Barton of Council Bluffs, 
Ia., proposed by President L. D. Ream; 
John A. Bryan, who represents Roberts, 
Johnson and Rand Shoe Company, 
proposed by L. D. Ream. 


Delegates to Cincinnati 
“‘We anticipate sending 10 delegates 
to the National Convention to be held in 
Cincinnati in January: 
“DELEGATES: L. D. Ream, presi- 
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J. E. Wm. 
secretary-treasurer, Des 
Moines, Ia.; Thos. Nixon, Cedar Rap- 
ids; B. R. Boyle, Cedar Rapids; H. A. 


dent, Des Moines, Ia.; 
Prescott, 


Anderson; Chas. Clarke, Des Moines, 
Ia.; Glen R. Driscoll, Des Moines, Ia.; 
I. A. Hall, Des Moines, Ia.; Joe 
Wheeler, Fort Dodge, Ia.; Fred Crow- 
ley, Des Moines, Ia. 

“ALTERNATES: Phil Campbell, 
Des Moines, Ia.; R. L. Cooper, Des 
Moines, Ia.; W. F. Hannah, Moberly, 
Mo.; R. C. Duffy, St. Louis, Mo.; 
Bert Goldman, Des Moines, Ia.; A. J. 
Spring, Des Moines, Ia.; Merwin 
Simmons, Des Moines, Ia.; L. W. 
Keaster, Des Moines, Ia.; Jim Innes, 
Waterloo, Ia.; L. R. Wallace, Des 
Moines, Ia.” 

Secretary J. E. Wm. Prescott 
received a letter from M. E. McClay, 
informing him that our friend A. O. 
Harrion, who is well known among the 
travelers, was recently stricken at 
Oelwein, Iowa, and was unconscious 
for three days. He is now at Rochester, 
Minnesota, at the Mayo Hospital, and it 
would please him if the members would 
drop him a few lines. 


CHICAGO TRAVELERS TO MEET 


November 22—National Shoe Expo- 
sition to Be Discussion 


A meeting of the Shoe Travelers’ 
Association of Chicago, the first of the 
season, has been set for Saturday, 
November 22, at a 12.30 o’clock lunch- 
eon. Among the subjects that will be 
taken up at this meeting, the most im- 
portant will be the forthcoming Chicago 
National Shoe Exposition, which is held 
under the auspices of the local Shoe 
Travelers’ Association. Splendid prog- 
ress is being made on this Exposition. 
Dave Davis, Frank King and Geo. 
Harrison are devoting much of their 
time daily to arranging all matters in re- 
gard to the exhibit. 

Seventy-five reservations are already 
reported, with requests arriving daily 
for exhibit space. Letters are being 
received by Mr. Davis from all over the 
Central West—from merchants as well 
as manufacturers—all displaying a keen 
interest in the Exposition, the dates 
for which have been set as January 5 to 
10, inclusive. 

The largest collection of shoe mer- 
chants ever gathered together is antici- 
pated in Chicago during the week of 
January 5. This Exposition is taking 
place one week prior to the convention 
of the National Shoe Retailers’ Associa- 
tion, and the local exposition commit- 
tees are making complete arrangements 
for transportation and accommodation 
for any merchant who intends to go to 
Boston after visiting the Chicago 
Exposition. : 


Remodeled Shoe Depart- 
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ment 


Of Itasca Bazaar Company,Hibbing, 
Minnesota—I. W. Stevens 
Buyer and Manager 

I. W. Stevens is buyer and manager 
for the shoe department of the Itasca 
Bazaar Company, Hibbing, Minnesota. 
This store carries a large stock of 
women’s, misses’ and children’s shoes. 

A very modern store building is now 
under construction in which the firm 
will be located in the Summer of 1920. 
From the plans presented, the Itasca 
Bazaar Company will have one of the 
most up-to-date shoe departments in 
Northern Minnesota. 

In August, 1910, he entered upon his 
duties as shoe salesman for the former 
firm of Parks & Kvien, Montevideo, 
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I. W. STEVENS 


Minnesota. This firm sold dry goods 
and shoes. Mr. Stevens remained with 
this house for three years. 

In February, 1914, Mr. Stevens took 
charge of the shoe department of 
John Syverson & Sons of Cooperstown, 
Dakota. During his five years’ stay 
with this house, he realized that he 
preferred selling shoes to any other 
merchandise and made a special study 
of foot anatomy in its relation to shoe 
fitting. 

“It was during my stay at Coopers- 
town that I first became a reader of the 
‘Boot and Shoe Recorder’,”” writes Mr. 
Stevens. “It was then and is now a 
great help in assisting me to properly 
dispose of and understand the various 
difficulties which one encounters in the 
shoe game.” 





iit eee 








si — 












BOOT AND SHOE RECORDER Nov. 15, 1919 


a ed as) > I DS Ee - 2 "VQ 
‘ = we * 
\ 


QUE representatives are 

now leaving for their re- 

' spective territories with com- 
plete spring 1920 lines of 


Gordon 
HOSIERY 


a 


in the usual high quality 
standard. Gordon Hosiery 
offers the best merchandise 
obtainable at prices commen- 
surate with values, in pure 
thread silk, fibre silk, silk- 
lisle, lisle and cotton, for men, 


women and children. 








WELT OXFORDS IN STOCK 
Early Delivery | | cBrown Durrell (0 


656W,y Black Russia Oxford "Fonda H I 
756W Tan | Sole Distributors 


UPHAM BROS. SHOE 00 | New York 


Stough ton , Mass. 
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BINGO!-gone!—that may be the | 


answer if you don’t hurry up. 























UW/VN VW") 







LY/WIDA 







Stock Style 196 
Price $10.00 


While present stock lasts 
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VAAL WAV MAW AV AVA 






We figured to stock so many pairs of “Bingo” and so many pairs of 
other shoes for immediate delivery during Fall and Winter months. 
We were able then to set the price quoted above on ‘“‘Bingo.”” “Bingo” 
is a great buy and the trade is finding it out. Don't lose your 
chance on “Bingo” by delaying orders. Buy now. It is a Cocoa 
Gun Metal Calf Bal. Rubber Heel. 12 Iron Edge. Sizes A 7 to 
10, B 6% to 10, C, D 6 to 10. 


ASK FOR CATALOGUE ILLUSTRATING AND DESCRIBING OTHER STOCK STYLES 


‘ hhe 
/ ] 1¢ : 
€ 
. ROCKLAND MASS. 
BOSTON NEW YORK PHILADELPHIA DETROIT CHICAGO SAN FRANCISCO 
183 ESSEXST MARBRIDGE BLDG 1215 MARKETST WASHINGTON ARCADE 1700 REPUBLIC BLDG PACIFIC BLDG 
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Rueping Reputation 
for “QUALITY” 
Is Fully Maintained in Our 





REG. U.S. PAT. OFF 


OOZE CALF 


MADE IN 


WHITE BROWN 
GRAY BLACK 


Close Velvety Nap—Uniform Colors 


Fred Rueping Leather Company qv 


Fond du Lac, Wisconsin Ey 
v 


Established 1854 


— BRANCHES — 
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Conservative Buying Continues 


Easier Tone on Lower Grades of Upper Leathers 
—Few Large Contracts Being Placed—Foreign 
Trade Waiting for Favorable Exchange Basis 


There has been a conservative volume 
of business in the past week, with shoe 
manufacturers buying as they need 
but not placing many large contracts. 
Tanners have not been buying freely 
of hides and skins hoping to push raw 
material quotations down to a lower 
level. They realize that shoe manu- 
facturers are buying with reluctance 
and there is a desire to see the markets 
on a lower basis. 

Whether or not the agitation against 
high prices has been warranted, it is 
not easy to do business with consumers 
on the high values which have been 
maintained during the last six months. 
One factor which has worked for dull- 
ness has been the slow-up in export 
trade incident to low exchange rates. 
When this problem is ironed out it 
is expected that foreign countries will 
come into this market for shoes and 
leather in much larger quantities. There 
is not the scarcity of hides and skins in 
the world’s market which prevailed last 
Winter and Spring, which may have a 
tendency to ease matters up later. 
Fine grade upper leathers such as 
calfskin and glazed kid continue in 
good demand and without much ad- 
vantage in lower prices. 

Sole leather is still going forward on 
old contracts and the current tannery 
receipts of desirable grades are well 
sold up. Consumers have bought 
stock ahead of their needs, which is 
being delivered from warehouses or the 
tannery, but they are getting low on sole 
leather while waiting for developments. 
Standard tannages of hemlock are 
quoted at: No. 1 heavy, 58c.; No. 2, 56c.; 
No. 3, 53c.; middle and light weights 
about two cents per pound less. 


Repair Trade Active 


Large quantities of lower grade sole 
have been cleaned up which did not 
move so readily last season. Sole 
cutters have been busy with a good 
volume of new business. There are 
indications that the repair trade through- 
out the country has been doing larger 
business than formerly, as people are 
economizing by having more shoes 
repaired. Business has been rather 
quiet in chrome sole and buyers have 
comparatively small stocks on hand, 
which must soon be replenished. Chrome 
sole does not seem to be so popular as it 
was, although a better demand is 
expected. 

Sole cutters are busy in replenishing 
their stock of oak sole and prices are 
very firm. _ Prime oak bends range 
from $1.10 to $1.25 per pound; backs, 
98c. to $1.05, and there are some that 
can be purchased at lower prices. 


Top Grade Upper Leathers Firm 


The activity in upper leathers con- 
tinues to prevail among the top grades 
as there are considerably many large 
back orders still unfilled. High grade 
upper leathers are firm in price and not 
any too plentiful and the lower values 
which are talked about prevail mostly 
in the lower grades. Future prices will 
be guided largely by the foreign trade 
and the extent of the competition for 
raw skins. 


Good Trade in Side Leather 

Side leather continues very popular 
in the various tannages and finishes 
and will continue to be used in large 
quantities in next year’s footwear. 
There has been an extensive demand for 


ew of Leather 
Supplies and Prices 
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chrome side leather even running down 


to the cheaper tannages. Top grades 
and colors bring around 95c. to $1 per 
foot and are scarce. Patent leather 
is taken up about as fast as finished 
on back orders with prices ranging 
from $1.00 to $1.15 per foot on top 
selections. Top grades range from $1.40 
to $1.50 for both colors and black. The 
trading at much lower figures does not 
indicate the actual market conditions. 
Glazed kid is strongly demanded at the 
high prices which have been prevailing. 
Choice selections bring $1.40 to $1.50 
per foot and some of the choice tan- 
nages are even higher. The medium 
grades of glazed kid are quoted at $1.20, 
the poorer grades range down ac- 
cording to quality. 

As the market situation stands today, 
leather values would not indicate the 
possibility of lower priced footwear. 
It is true that large buyers of leather 
are unwilling to operate on an extensive 
scale. Reports from salesmen on the 
road however indicate that large orders 
have been taken for high grade foot- 
wear and the factories have all the 
business they can take care of on that 
class of goods. On the medium and 
low grade shoes there has been a little 
easing up on the leather required for 
same, but even this does not approxi- 
mate replacement values. 


Hotel Extension 
**Black Hawk’? to Add Three Floors 


At Davenport, Iowa, there is a great 
congestion at all the hotels. C. L. Hol- 
den, the genial manager of the Black 
Hawk Hotel, informs the travelers in 
general that he will add three new floors 
to his hotel in order to take care of the 
increased trade. 


On the Coast 


E. K. Woodrow, sales and advertis- 
ing manager of the Krohn Fechheimer 
Company, is spending some time on the 
Pacific Coast taking care of the trade 
during the illness of Sol Berner. 
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The Dayton’’ Foot-Warmer Insoles 
MAKE A DIFFERENCE AT THE END OF THE DAY 
Besides the unsurpassable quality of these foot- will be especially pleased with the comfort obtained 
warmer insoles, they are guaranteed to keep the feet through the use of a pair of “The Dayton” Foot- 
warm and dry, thus producing Health and Comfort. warmer Insoles. 
They fit any shoe, both men’s and women’s. 


- DAYTON, OHIO 


Those working out-of-doors during the wintry weather 


DAYTON INSOLE CO. - 123 Mill Street 
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CERTIFIED QUALITY 
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REG, U, S. PAT. OFF. 


STANDARD BUCKLES FOR FOOTWEAR 


616 


(PATENTED) 


111642 
A FEW LEADERS 


FROM OUR 
EXTENSIVE LINE 


NORTH & JUDD 
BUCKLES FOR 


SAMPLES FREE MANUFACTURING CO. 
ALL REQUIREMENTS 


UPON REQUEST NEW BRITAIN 


INQUIRIES SOLICITED CONNECTICUT WHOLESALE ONLY 
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See Our Full Page 
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THE SATURDAY EVENING POST 
Noveniber 2224 


This advertisement is of vital interest to every retailer 
of Juvenile Shoe System footwear. All merchants should 
acquaint their customers with this good will offering. It 
solves the high cost problem on children’s shoes. 


| Uy : President 
Cran 
: Ql. rhe | 


Standard 


of the 


World 


Suvenil\ 
Shoe) 
is ‘< th | 
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Style’s 
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EOPLE’S 
Pp tastes differ 
& enough to 
fo ~ \ oblige a shoe mer- 
& chant to carry a 
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variety of styles. 


Among a large selec- 
tion it is only 
records that keep 
a merchant cor- 
rectly informed how 


\ 
@ 
each variety sells. 


Such statistics are of vital value in helping a mer- 
chant to know when to buy, how heavily to buy, 
what selections to make. Don’t guess. It is just 
as easy to know—more profitable and more satis- 


factory. 


This is only one of a score of advantages in the 
Tarco Simplified Shoe Store System. 


TALLMAN ROBBINS & CO. 
311 W. SUPERIOR STREET CHICAGO 


18-8 full Louis heel, long vamp, last AA to C, $8.00 

Style B-8281—Brown Kid Lace, Turn Boot, Full Louis 

Heel, A, B, C $6.50 

Style B-718—Black Kid Lace, Flexible McKay Boot, 19/8 

Leather Louis Heel, Imitation Tip, A, B, C, D $7.00 
High Grade Shoes for Women 


G. E. LIPPMAN SHOE CO. 


St. Louis, Mo. 


1627 Washington Ave. 
Hk a 
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“‘OH’’ HOWhite 


BAG POWDER 








The Instant Cleaner 
for White Shoes! 


A white shoe 

cleaner that will 
ate our line of ELITE SPATS, 
rooklyn made. 

Let our samples convince you of the shoe 

and spat sales possibilities which ELITE 

SPATS hold. 

More revenue, quicker turnover, more 

profits—SEND FOR SAMPLES NOW! 


In felt, 10 button, $13.00 a dozen 
12 button, $14.50 a dozen 


Kersey from ($22.00) a dozen up, all colors. 
Box-cloth, too! 
Write us today—you'll get an immediate 
reply. 


BROOKLYN SLIPPER CO. 


409 Osborn Street, Brooklyn, N. Y. 


We you should personally investi- 


actually clean! 





No liquid to spill—easily packed in hand- 

-bag when traveling, always clean and 
available and invariably gives satisfactory 
results. 


Get Oh HOWhite on sale. It’s a great 
little profit maker. 


In stock for immediate delivery. 


Jobbers Write for Prices 


EDW. H. JOHNSON MBG. CO. 
115 Washington St. Trenton, N. J. 
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LACE SHOES 


Ever Popular and 
Profitable 


ME and women like a good, 
nice-fitting shoe, and dis- 
criminating dressers will always 
prefer them. 


For whatever wear shoes are in- 


tended the Lace Shoe is the best, 


because the adjustment to the high and low 
instep is always obtained without any annoy- 
ance or cost to any one. 


The best stores are 
L& showing Lace Shoes, 





Vi 7 and most careful 


buyers are purchasing them. 


Specify DIAMOND BRAND Fast - Color 
Eyelets on all your Lace Shoes. They stay 


new —and outlast the shoes. 


United Fast Color Eyelet Company 
BOSTON, MASS. 
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KEITH’S KONQUEROR 


No. 760 
The Big Buy at $9.50 
Tan Calf 


Widths AA-D Sizes 5 to ll 


IMMEDIATE DELIVERIES 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 


New. York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 





























For Discerning Customers 


No. 5737 


It is the customer who is “SHOE-WISE” who best appreciates 
the real style and quality of GROVER SHOES. 


It is she who perceives the QUALITY of their style and wants 
their style of QUALITY. 


Because the cry of the times is for thrift and sound judgment, 
GROVER SHOES are daily increasing in popularity—they are 
so sane, sensible and serviceable. 


J.J.GROVER’S SONS CO. 


BOSTON Lynn, Mass. NEW YORK 
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Fe OLDE TYME COMFORT 
STYLE SHOES 


FOR YOUR TOES WOES 


COMFORT SHOES CAN 
BE STYLE SHOES 


No. 109 


7” % Foxed Lace 
Boot, Stock Tip, Glazed 
Kid, 12/8 Heel 


$6.00 





No. 108 
7” ..% Foxed Lace 
Q) Boot, Plain Toe, 
»A ; Glazed Kid. 12/8 Heel 
@ s00 


Y 


No. 27-1 
8” Whole Qtr. Polish, 
Plain Toe, B Grade 
Black Kid, 14/8 Mili- 
tary Heel 
$7.25 


No. 29 


Plain Toe Oxford, 
Glazed Kid, 12/8 Heel 


$4.75 


PRICES SUBJECT TO CHANGE WITHOUT NOTICE 


LUNN & SWEET SHOE 
AUBURN, MAINE 
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Fis Slipper wert 


AVORABLY known by 

the merchant who has 
come, through years of fair- 
dealing, to know that felt 
slippers made by BLUM are 
dependable in quality, un- 
usually good-looking and 
profitable to handle. 
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In view of the unprecedented 
demand for Blum Felts dur- 
ing 1919, we 

advisethat you 

anticipate 

early your 

needs for 

1920. 
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BLUM SHOE MAN! UFACTURING COMPANY 


actories at 


“DANSVILLE, NEW YORK. 
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Nath’! Adams 
Martin J. Bolger 
Jas. C. Hall 
Frank B. Newhall 
Frank Reese 

W. A. Seavey 
Frank J. Slagle 


Their Customers Always Win 


With 


LA FRANCE SHOES 


LA FRANCE SHOES are never a gamble. They are always 
a ‘‘sure thing.’ 
Neither dealers nor customers ever have any doubts about the value that is 


in them. 


WILLIAMS CLARK & CO. 


“ the warrant of value 
that makes you sure” 
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FOR ALL OCCASIONS 


IN STOCK 
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TSrrect Dodg e 
a 

ra 


HESE three styles are made 
Stock No. X251—Patent Leath- 
er Opera, 2%-inch Full Louis 


by the hand-turned process, \Wood “Covered Heel. Brie 
F : Stock No. X252—Same in Dull 
and are stitched in silk through- $7.00 


ME. Fn cacceseces 


out; they are ready for your in- 





spection at a moment's notice. 


Stock No, X253—Patent Leath- - 
er 6-eyelet Oxford, 24-inch 
Full ne Wood Covered hey 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Bostor: New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bidg 
Montgomery, Ala. Kansas City, Mo. Philippine Islands 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bldg., Manila 


S812 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25 cents a pair extra. 
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\orrect Dodge- 
FOR ALL OCCASIONS 
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Stock No. X289—Patent Leath- 

Je er Plaza, 2\%-inch Full Louis 
Awe Wood Covered Heel. Price 4 
A. $6.50 ies 
AS , 
7D) UR Plaza Pump was Stock No. X288—Same in te 
i successfully displayed Cis Wis sscccceecd $6. 
SY ‘ 
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! MILLER SHOE TREES AS 
CARETAKERS OF SHOES— 











WOMEN'S VENTILATED PACK-FLAT No. 298X 


’ EALERS who have tried to protect their interests by buying and 
D selling good shoes will profit by going a step farther and advising 
the use of Miller Shoe Trees to maintain the appearances and wear 


of those shoes. 


Miller Shoe Trees as caretakers of shoes contribute to the dealer’s prestige 
and prosperity. To encourage their regular use is to guarantee that each 
pair of shoes sold, wherein they are used, will prove most satisfactory in 
every particular. Pleased customers are everywhere recognized as the 
dealer’s best asset. 


Miller Shoe Trees are of distinctive design. They are easy to handle. 
Their construction is simple but solid and embodies hygienic principles not 


found in ordinary shoe trees. 


Every sale carries attractive profits for the dealer. It means that the 
customer once acquiring the habit of using them will be in position to pay 
more for his shoes and get the most wear out of his purchase. Anything the 
dealer can do to increase serviceability of shoes affects profits favorably. 


Catalog and complete information for the asking 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE Co. 
BROCKTON, MASS. 
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“Tone up your stock” with 
these attractive low shoes 
ready for immediate delivery 


Carried in stock in the following widths and sizes 


AAA 


4to8 3% to8 3 to 8 


Send for catalog of other good shoes. 





Southern 


Tie 

Style No. 156 
Black Ooze One Eyelet Southern 
Tie, Grosgrain ibbon Bow, 
19-8 Full Louis XV Covered 
Heel, Plate, Fine Flexible McKay 


$9.00 


Style No. 801 
Same pattern in Black Satin One 
Eyelet Sailor Tie, Grosgrain Rib- 
bon Bow, Hand Worked Silk 
Eyelet, Bench Made, Hand 
Sewed, Turn, 18-8 Full Louis XV 
Covered Heel 


$10.00 








A B 






A Classy 
Baby Louis 
Pump 





Style No. 910 
Black Glazed Kid Opera Pump, 
Baby Louis Covered Heel, Turn 


$6.50 


Style No. 908 


Same last in Black Patent Leather 
Opera Pump, Baby Louis Covered 


eel, Turn 
$6.50 


Style No. 911 


Same last in Black Satin Opera 
— Baby Louis Covered Heel, 
urn 


$6.00 


2%to8 2%to8 











te D 
2% to 8 


Samples gladly sent at our expense. 





Attractive 
Ooze Oxford 


Style No. 851 
Finest Grade Black Ooze Five 
Eyelet Oxford, Plain Toe, 19-8 
Full Louis XV Covered Heel, 
Plate, Blind Eyelet, Fine Flexible 


McKay, 
$10.00 


Style No. 155 

attern in Black Ooze 
Five, yelet Oxford, Imitation 
Straight Tip, Blind Eyelets, 19-8 
Full Louis XV Covered Heel, 
Plate, Fine Flexible McKay 


$9.00 
































The Shoes You Order Are 
me. the Shoes You Get 


ORE than two years ago HARNEY formulated 
the policy outlined above and notwithstanding 
its difficulties of accomplishment has success- 

fully adhered to it. 


This phrase is not merely a merchandising slogan, but 
a CREED, believed in and lived up to throughout 
every department of the HARNEY plant. 


HARNEY SHOES manifest the truth of our claim, as 
you who handle them well know. But to YOU who 
are NOT users of HARNEY SHOES we would offer 
one proof—three-quarters of our accounts are closed 


by TRADE ACCEPTANCE. 


Does this mean something to you? 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 


IN STOCK DEPARTMENT—%8 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 
COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 


Nov. 15, 1919 
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BOOT AND SHOE RECORDER 















SPRING 1920 


EKVANGELINE 


SHOES FOR WOMEN 


A TRIM GRACEFUL 
MODEL FOR NEXT SEASON 


NO. 3654 
3654—Patent 2-Eyelet Tie, 87 Last, 19/8 





Louis Heel, Goodyear Welt, Aluminum 
FAMOUS SOLE SHOES. DR. A. DAVES 
Cc bs of Comfort | REED_PATENTEE, 1900, NEW PROCESS 
rumbs OF Vomilor 1901. THIS IS NOT THE A FLEXIBLE 
(Reg. U. S. Pat. Off.) ORIGINAL DR. A. REED 
CUSHION SHOE PREVI- CUSHION SOLE 
SHOES OUSLY PATENTED BUT 
HIS LATEST INVENTION. McKAY 

















A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE - - - 428-430 ALBANY BLDG. 
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New Castle Leather Compa # 
Brown on Be. Two 5 Button ) ad —~ bouler 

ver, ain Ti Nar Ww = 
Last, Covered Louis Heel va Plate, 
Heavy Edge Turn. 






































3 
i Ee aT ET er 





i Cpery shoe a business builder” 


Hopkins & Ellis turns of quality are sought 
by retailers who cater to women with discrimi- 
nating tastes. 
They present a splendid combination of smart 
style, real value and careful workmanship—and 
they make friends wherever they are worn. A sure 
way to do a big business next Spring and Summer 
is to stock up on Hopkins & Ellis Quality Turns. 


HOPKINS & ELLIS 


"HAVERHILL MASS. | 
Boston Office 1O8 Lincoln Street 
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sa : i No. 166—All Glazed Kid, o. 198—Mahogan 
197—All Regent No. ona — e 8-inch Welt, Imitation Cait,” 8 1-2 ine h — 
a. 1aee Ti 3-4 inch Welt 11-2 inch Military 
C i, 95 Heel, im wry, Straight 

3A, 3 1- 

me OS B ee to: BC D, 21-2'to8 
&: 31:3 8:'D.21-2 tof a sén10 

$8.00 , 


No. 206—Dark Brown Kid, Eight and 


‘“ HOLTERSHOES’’ 
one-half-inch Welt, Ninety-eight Last, 


Ready to Ship Four-Inch Vamp, Inch and Three- 
Good Values Quarter Cuban Heel, Triple A ¥ = _ 
10. 


ood Styles 
G y Ready to Ship 
Nov. 25th 


Terms: Net 30 Days 


Ne. 200—Dark Brown Kid, Net2s0— An Giased Kid, 81-2 Ne. 195—All Glazed Kid, 8 1-2 No. 199—All Glazed Kid, ne 

inch Lace, Welt (4-inch Fs Turn, nch Leather Lace, My 5 2 1-2inch Leather Welt (4-inch vamp) 

2 1-4 inch’ Leather Louis Heel, 97 89 Last Louie Hee 1, 89 Last. AA, 4 1-2 to inch Leather Louis Heel OF Las 
AAA, 5 to 8; AA, 4 to 8: AA,é4 to 8; ith ate, 99 Laat 7 1-2;A,4to9; B,3to 9; C,,3 to AAA, 5to8; AA, 4to8; 

A, 31-2 to 8; OED, 2'1-2 to8 8; C, 21-2 Ato 8:1 D, 21-2 to 8 9; > B,C, D, 21-2 to8 

$10 $8.60 Add 40¢ for sizes 8 1-2 and 9. 


ORDER NOW 


THE HOLTERS COMPANY 


CINCINNATI 
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DRESS BOOTS 


IN STOCK 








Heavy turn sole. 


attention. 





We can fill your orders on these two numbers at once. 
833 and 834 


833—Made with Patent Vamp and Black Brazilian Castle 
Kid 9-inch top. Last like illustration. Full Louis 16-8 Heel. 


834—Button Boot (see illustration), same style of shoe as 
833 with Smoked Pearl Buttons. 


All orders and requests for sample pairs will be given best 


WIDTHS AA TO D 


ELLIS-EDDY CO. 


Shoemakers 
HAVERHILL ». «© 














MASS. 




















Rochester 


ing Committee appointed by Mr. 
Pidgeon consists of P. M. Van Deven- 
ter, Fred Meyers and Harry Phelan. 


SHOE MERCHANTS ACTIVE 


Two Hundred from Empire State to 
Attend Boston Convention 


W. C. Roose, president of the New 
Hampshire Shoe Retailers’ Association, 
will speak before the Rochester Shoe 
Dealers’ Association at a special meet- 
ing to be held November 19- at the 
Rochester Chamber of Commerce. 
William Pidgeon, Jr., president of the 
Rochester Retail Shoe Dealers’ Asso- 
ciation, announced that Mr. Roose 
would speak on market conditions and 
also tell of the elaborate program that 
has been prepared for the annual con- 
vention of the National Shoe Retailers’ 
Association to be held in Boston in 
January. 

Harry Phelan, secretary of the 
New York State Association of Shoe 
Retailers, announced that 200 shoe 
merchants from the Empire State were 
expected to attend the sesssions at 
Boston. President Pidgeon urged 
every member of the Rochester Asso- 
ciation to make a supreme effort to 
take the trip. Elections for officers 
of the Rochester Shoe Dealers’ Asso- 
ciation will be held during the first 
meeting in December. The Nominat- 


“BUSTER BROWN” 
And ‘*‘Tige’’ Visit the Edwards Store 


“Buster Brown” and his dog “‘Tige” 
helped to stir up considerable business 
for the shoe department of the Edwards 
Store last week. Buster attracted an 
unusual amount of attention to both 
himself and his shoes. Free souvenirs 
were distributed to the juvenile ad- 
mirers on Saturday. 


FOREIGN BUYERS 


A. E. Betts and Frank Kenner of 
England Are Visitors 


That Rochester-made shoes are 
widely and favorably known in all 
parts of the world is daily being demon- 
strated by the number of foreign buyers 
who visit this market to secure Roches- 
ter lines for England, France, Italy, 
South Africa and South American 
trade. During the past week A. E. 
Betts of Way Fair, England, and 
Frank Kenner of London, England, 
visited the Rochester factories and 


secured Rochester-made shoes for sales 
abroad. 
COLORED SHOES 


F. B. & C. Displays Featured in 
Local Stores 


“F. B. & C.” Colored Kid Week ia 
Rochester has been conspicuous for 
the number of displays of colored foot- 
wear that have been prepared by the 
merchants of the city to impress upon 
Milady that colored shoes of excellent 
quality, durability, and color range are 
obtainable right here at home. 

F. B. & C. displays featured the shoe 
windows of the McCurdy, Robinson Co., 
Duffy, Powers Co., E. J. Esser, Gould, 
Lee & Webster, Walk-Over Shoe Store, 
Sibley, Lindsay & Curr Co., Regal 
Shoe Store, the Mallay Co., and the 
Sterling Shoe Store. 


BLACK SHOES 


Favored by Men in Calfskin with 
Welted Soles 
In a newspaper announcement the 
Eastwood store proclaims that men are 
wearing black calfskin, welted sole, 
laced shoes, on lasts with rather pointed 
or medium toe; or black kid, blucher 
laced shoes with broad full toes, and 
that more than half the shoes bought 
by men in their stores are made of dull 
black calfskin or black kid. 





